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Interviewee Organisation Role / title

Date of 
intervie
w Can you summarise your role for me? What does a typical day involve?

How many hours a 
day do you think you 
work on average?

[Question about 
management and 
leadership -- see note] 
[1]

How long would you 
say that you have had 
fundraising 
responsibilities in an 
animal advocacy / 
animal-free food role?

Have you worked in 
other animal advocacy 
/ animal-free food 
roles that weren’t 
fundraising?

Did you have 
fundraising 
responsibilities in any 
other roles that you 
performed outside the 
animal advocacy / 
animal-free food 
context? [2]

Roughly how many 
years worth of 
experience in full-time 
paid work did you 
have outside of the 
animal advocacy / 
animal-free food 
context? [3]

[Question about the importance of 
fundraising expertise relative to animal 
advocacy / animal-free food familiarity -- see 
note] [4] What makes great fundraisers?

What sorts of experience are most useful for 
developing fundraising expertise?

Can you gain fundraising expertise outside of 
fundraising roles?

What sort of academic training is relevant, 
and how much does this matter?

What are the best ways to deliberately 
practice and develop fundraising expertise?

What are the best resources for developing 
fundraising skills? [5]

How can someone assess their personal fit 
for fundraising roles?

Are there any particular groups that you tend 
to target in your fundraising activities and 
would encourage other animal advocacy 
groups to target?

What are your thoughts on trying to reach 
donors who don’t usually donate to farmed 
animal advocacy animal-free food nonprofits?

What are your thoughts on trying to reach 
donors who donate to animal issues but not 
farmed animal issues? (e.g. donate to 
companion animal shelters)

To what extent do you believe that there are 
substantial differences between different 
types of fundraising role at nonprofits? [See 
note] [6]

How applicable is experience in fundraising 
outside of the animal advocacy movement to 
fundraising roles within the animal advocacy 
movement?

If someone were to try out roles in 
fundraising for a few years and then decide to 
switch to some other sort of role in an 
effective animal advocacy nonprofit, do you 
have any thoughts on what fundraising would 
be useful preparation for?

[Question about whether this is a bottleneck 
-- see note] [7] Any other thoughts? Unplanned follow-up questions

Marcela Borges Sociedade 
Vegetariana 
Brasileira

Fundraiser 12/03/2020 “I have to find grants, and find people who can relate to the 
animal cause and to veganism and to present SVB to them, 
and help the campaign team to develop pitches,” to create 
“campaigns and events that would be interesting for the 
donors and would relate to the cause.” “I’m actually not part 
of the other teams but I keep circling because I need the 
information.” “Everything I do I need information. It's not 
something I can do myself.”

Have to do things like “help doing the reports with the 
financial team regarding our costs and transparency.” 

60% - 75% of time is spent interacting with others in SVB.

“As a nonprofit we mostly survive through membership” fees.

[I asked if she had management and leadership 
responsibilities]
Marcela has a supervisor, who helped her adjust to her 
fundraising role. “I help on the other teams… I think because 
actually I’m the only one with any background in corporate 
jobs, in executive jobs.” “Veganism is something people have 
strong opinions about... Because I have the corporate 
background, I try to move the disagreements from a personal 
level to a corporate level.”

“I have 5 months at SVB." 
[Added, referring to a previous 
discussion about management 
and leadership] "I’m already 
part of the decision-making, 
but more as counsellor than 
as the decision-maker.”

[No.] “No never!” Made decisions 
“with other people’s money” 
and “with transparency and 
reporting” lots as a lawyer. But 
fundraising specifically, no.

Marcela started working when 
she was 19, in 2008, so 12 
years.

[Background, shared in 
response to another 
question] 
“I’m actually a lawyer, I’ve 
always worked in big law 
firms here in Brazil. Actually, I 
interned as a junior, as 
someone who was low 
ranking in the firm. And then 
quickly, I used to raise up to 
the managing job or the top 
job, because I have a really 
aggressive personality, but 
not aggressive in a bad way. I’
m kind of a workaholic, so it’s 
easy for me to burn the 
candle at both ends and rise 
up.”

“And here at SVB I started the 
job because I met Fernanda 
Fernandes at an event, and I 
flat out said I’m a lawyer and I 
want to help you in any way I 
can. And they said they 
needed to give some reports 
to donors abroad.” She did 
some pro bono work for 
them, then they called her 
and said “can you stay 
forever.” And she left her “suit 
and tie job” to join SBV.

“I think fundraising is more important. I am vegan but it’s the 
first time I worked in an NGO, I had no previous experience, 
and I’m fine. I think I’m ok and my job is good. So I think 
specifically for the fundraiser job, [the skills we talked about 
in the other questions are] more important than knowing 
about the cause. You have to be passionate about the 
institution. You can enter and learn about the institution, but 
you need to be passionate about it.”

“My answer is really based on the experience that SVB had 
with fundraisers, because the 3 people that came before me 
[who accepted the role didn’t stay very long] were really really 
into the cause, and all of them were willing to give their time. 
And unfortunately it didn’t work so well.”

“You have to really be passionate about it. As an example, in 
December, we decided to do a fundraising event… when I 
talked to people, they tended to get emotional just from the 
way I was talking about the cause.”

Even with emails, if you just explain the formalities, they won’t 
care. But if “you’re really passionate about it” and convey that 
passion / emotion, it improves effectiveness.

[I asked about specific tips]
“You first have to understand what buttons to push. What 
does the person or institution you are talking to believe? 
What is important to them? We talk to a bunch of people, for 
some it is health, for some it is animal welfare.” You have to 
know them to “focus on the points that matter.”

So you need to “research the person” and “know if you need 
to be extra formal or yourself.” 
“I’m actually 99% myself. I’m goofy, and I play around.” I think 
is good — they see a real person [as opposed to someone 
just trying to extract money from them].

[In another question]
Marcela also spoke of "convincing people, being a good seller" 
as important.
"When you are a fundraiser, you need to be outgoing, to see 
opportunities. Because sometimes at a meeting with other 
teams, and they are saying something completely unrelated 
to fundraising, and I have ideas. Like, we can use that, and we 
can use that video.” So you need to have “initiative” and “to do 
stuff that you’re not always asked to do.” [I asked if that was 
typical for all fundraising roles or just because she’s working 
on her own] “I don’t know, because now that you mention it, if 
I had a team, and the work was more segregated and 
separate, but overall I think it's important to have your own 
mind and to have ideas.”

“You need to somehow have experience regarding 
transparency and reporting.” [This was a focus of Marcela’s 
previous experience.]

“You must have to be able to translate the domain to the 
team, then translate everything that you get from the team 
back to the person that is asking you.” “This happened a lot 
when I was a lawyer — they would say “I think I need an 
apple.” And then when you check, it’s not an apple that he 
needs, it’s a banana. So you have to be able to translate the 
person’s needs, understand it, and then translate it back.” 
"You have to be able to contribute and understand the actual 
need behind what the person is saying.”

This is important “especially face-to-face. Written as well, 
because sometimes you receive an email, but sometimes 
that is the back hand to something else.” “I try to do the full 
thing,” not just what they ask for.

[Answered in response to another question.]
“I think a good fundraiser is someone that can read people 
and can convince them to understand what you’re saying and 
what you’re asking. And actually be persistent but without 
being too forward. Knowing when to stop is important too. 
This set of skills you can have, like being a lawyer, arguing.”

“If you have experience in any kind of job where you need to 
make a point, you need to convince people, you need to 
make them relate, and you need to understand and be able 
to read people. I think those set of skills you can have in 
other jobs. And I think its important to this.

[Answered with reference to another question.]
“I don’t know, because [fundraising is] something that I had 
never done, and I’m really good at because the set of skills 
that you need to be a fundraiser — like convincing people, 
being a good seller, translating the other person’s need — is 
something that’s quite easy for me because it's something 
that I experienced in all the previous jobs.” “It's something 
that you could learn, but you have to have background.” “It’s 
not something that you learn in a day or in a month.”

“I didn’t have too much time to do any kinds of courses and 
so on. But I think that, actually, here in SVB, we had a 
weekend, where our management campaign leader did a 
workshop with us to be better at convincing and attracting 
people to the meatless Monday campaign. This was really 
good because she told us all about nonviolent 
communication and all about respecting the other person’s 
opinion, and not criticising because the other person is not 
vegan yet. Something that she said that really made sense for 
me is — it's not healthy if you say ‘I’m vegan for 6 years, how 
about you?’ You don’t need to shame people into joining the 
institution. You don’t have to rely on the negative aspects to 
encourage someone to help.”

“But I think that TED talks and books would really be helpful, I 
just haven’t had the time yet to focus on that.”

“Actually we try to focus on institutions that give out grants, of 
course, but institutions relating to animal welfare and 
ecosystems, like protecting the environment, and nutritional 
health. Because those three pillars are most related to the 
work we do at SVB.”

“And demographics, it depends… I think that most of our 
donors are older than 30/35. Because to have an amount to 
give away, you actually have to have your life set and 
organised, especially here in Brazil. We are talking about big 
amounts, of course, not smaller amounts. But I think it's best 
to focus on 30/35 plus.”

“It’s really difficult, especially here in Brazil, because we have 
such a meat culture, like barbeques and so on. So here it's 
kind of difficult to reach them… they don’t stop to listen to us, 
because they think that animals are really here for them and 
the environment will correct its course alone… so those 
people I think it's best to focus on health because we have 
data that will directly affect them. So when you are talking to 
someone regarding money, you need to see what motivates 
the person, is it the environment or their own health or the 
health of their own children.”

“We have consistent data relating [various diseases] to meat 
consumption, so its something that everyone can” take an 
interest in.

[I asked if they actually get money from these people] — “its 
really hard to answer. I intend to do a survey. Because we 
don’t know from our members what their motives are.” (So 
could answer better once they have that survey back)

“Here in Brazil... [some children] only eat at school. So we 
tend to speak out and say you can nurture a child better with 
vegetarianism and veganism because it's something that 
anyone can relate to.” Because they can’t provide for 
themselves.

“We have a lot of NGOs here in Brazil and we tend to support 
each other and this is really beautiful to see.” “At least from 
my perspective, it's not a fight among NGOs, because they 
should help each other… I don’t think it's fair to try and 
change someone’s mind if their main goal is to help a specific 
cause. I can present something” but if they have other 
interests, “then its ok, we have the whole world to chase and 
its ok for someone to decide that you are not the perfect fit 
for them” need to “let it go.”

[I asked about Fernanda Fernandes specifically, who works 
with SVB’s membership.]

“I think the overall is the same, but we have a different focus, 
we have a different set of skills that we excel at.” “So 
yesterday I had to make a pitch to a digital startup that we are 
making to get donations through the platform.”

“I wasn’t inspired, so I said to Fernanda, let’s have a chat, and 
she gave me the best ideas ever.”

“As a fundraiser, you have to be able to read people, and to 
use the best qualities that they have. You have to be able to 
understand who do you need to talk to to get the correct 
information, in which team."

“You have to be able to answer fast. If a donor contacts you, 
it's not nice and it's not polite if you take two weeks to answer 
it. We have to remember it's about someone giving their time 
and money. So you have to be reachable, you have to be 
precise with the information that you give them. And you 
have to be transparent, I think that’s the most important 
thing. We had some bad news with an event that had to be 
cancelled [EAG SF]. And here in SVB, we had a small grant for 
me and Guillermo to be able to go and attend the meeting. 
And as soon as it was cancelled, we contacted the donor to 
ask what we should do with the money.” And they said “no 
worries, keep it to use it in another event in the future” — “but 
to take this kind of precaution, to be transparent, to include 
them.”

“Its especially important with [major donors], but I think it's 
important also to have communication with your members; to 
pay attention to the demands and the doubts of the 
members. Because they’re part of the NGO… they believe you 
are doing the best work you can. And part of your work is 
showing them that you are doing the best you can and are 
showing them what the money they gave can accomplish. The 
figures, the donation, obviously you have to be more careful 
when reporting, because actually when we receive a grant or 
a donation, we have instructions of what to report and when 
to report. With small gifts we do not have this obligation, but 
it's important for the NGOs to be transparent and report 
monthly or on a six-month basis.”

[I asked if Marcella’s decisions actually influence the campaigning and membership decisions — as in, if fundraising concerns 
affect campaigning]
“No, no, I definitely influence them.” “I changed the bank that SVB uses to receive the funds, because they tended to use 
common banks, and we needed to use” a bank that has currency exchanges etc, to reduce fees.

[I asked if the money mostly comes from Brazil elsewhere]

“I think — and that’s an estimate — but I think its about one-third from Brazil, one-third from abroad, and one-third from our 
events [fundraising events in Brazil]”

Jakub Stencel Anima 
International

Director of 
Development

17/03/2020 Overseeing the development of the organisation — 
“fundraising, operations, marketing.” Coordinate everything to 
do with making sure the organisation is developing 
sustainably. But mostly “overseeing it.”

“Training and recruiting people.”

“We are going through different stages as an organisation… it 
is changing quite rapidly” with rapid growth for Anima 
International.

“In the coming months, my identity here, my job will be more 
clarified and less flexible. That would be my bet, though it's 
hard to see.”

[For Jakub] A lot of calls.

[For fundraisers more generally]
Depends on the organisation. Anima International works 
more as a “coalition, rather than one monoithic organisation 
with a hierarchical structure.” “If we talk about Poland and 
Denmark that have a totally different stage of development” 
to say, Ukraine. It’s a “hard question” because there’s lots of 
variation.

“At the beginning if [the organisation is] small, you have to 
switch a lot between projects.” E.g. “a lot of marketing… donor 
management, try to convert leads into donations.”

Poland is more specialised: “Donor management and donor 
relations” for some, but they also have people focused on 
“bigger campaigns.” Anima International also involves lots of 
volunteers so lots of fundraising work involves volunteers.

“Most important stuff is overseeing our channels of 
communications. Making sure we have enough asks for gifts. 
By channels I mean social media channels, email, blogs, 
websites, making sure the content is updating.”

Researching grants, major donors, opportunities.

“In Poland, we have now this rise of businesses that want to 
work [with us]” so fundraisers talk to them.

“Mostly it revolves around understanding marketing.”

“I would say about a quarter of 
my time” managing, “about half 
of my time” working directly on 
projects, then last quarter on 
other tasks like networking, 
meeting people.

[I expressed surprise it was as 
little as 25% on managing.] 
Managing people is mostly 
getting in touch with people, 
making sure they have what 
they need, resources, what 
they need to get on with their 
day to day work. Little 
micromanaging because in 
Anima International we have 
the model of Swarmwise.

With bigger projects, Jakub 
would try to hop in. E.g. 
changing income structure in 
one country they are working 
in. But otherwise they have 
quite standardised ways for 
operations. Mostly just keeping 
in touch, rather than 
micromanaging.

“This is why it's crucial for us to 
be training people” — e.g. if 
they hire “new people on 
fundraising in Ukraine, I would 
spend a lot of time with them,” 
trying to “understand their 
thinking, how they work, what 
they worked on before,” then 
trying to explain how Anima 
International works.

5 years in fundraising. 9 years total in animal 
advocacy, 5 fundraising.

No, nothing. “I was a volunteer in another 
animal advocacy organisation 
before Otwarte Klatki, but 
back then we didn’t have the 
capacity to hire people.” 
“Before that I was doing uni 
and part-time jobs that were 
not meaningful in any way.”

“The problem is that I wouldn’t lean into either direction. For 
me it's more about the capacity of the person to learn, be 
critical, be distanced from their own view.” If he had to 
choose one, he would pick person with the animal advocacy 
background.
Because this person would focus more on “questioning, 
looking for evidence” because they’ve had to “go through this 
path of thinking whether something works.”

Dangerous if people have “strong opinions about what you 
need to do” — so they have problems with external 
consultants “because they need to signal their expertise, and 
this is really dangerous.” “What you need is critical thinking, 
the ability to learn, and be distanced from our views.”

“If you have to choose, choose the first one, then people can 
be trained and learn.” “Usually when we advise” other orgs, 
we advise them not to go for people who are professional 
fundraisers.

Across cause areas, “lots of differences” — eg. artificial 
intelligence vs animal advocacy. “We have mostly people that 
are young, coming to the job market.” “I know many 
organisations for example have legacy giving” — after you 
die. But not really something they pursue because people 
aren’t old enough.

“I think the most crucial skill for any advocate is being very 
evidence-based. I think especially in fundraising, this makes a 
difference a lot. Maybe more in this kind of marketing, 
fundraising appeals, increasing so-called ‘conversions.’” 
“People’s intuitions are not very good in what works in 
fundraising.” “This is super important to do a lot of testing in 
terms of what works” and using data, especially with bigger 
orgs. “Testing will give you profits in your conversations and 
in your ‘in-the-end income’ by a few percent.” If you’re a big 
org, a few percent “can be a significant gain for your 
organisation.”

“We have an overrepresentation of people in fundraising who 
have a background in psychology” [here Jakub meant that 
they were “overrepresented” because they made good 
candidates] because they follow evidence rather than 
intuitions. E.g. on “scope insensitivity,” identifiable victim.  
“Less clicks from call-to-action” if you emphasise the 
numbers.

“Constantly review evidence…. If anything new comes in or 
anything like that.” “This is crucial.” “Some fundraisers put too 
much into their intuitions without checking anything that 
works.” They become “overconfident” which is “quite 
dangerous” — conclude “this was the best we can do.”

“It also requires researching what is there is on the market” — 
“research your competition” is typical advice in for-profits. 
And that applies here too.

“Apart from that, I think people should be ‘people people.’ I 
think its quite good if you're interested in listening to people.” 
You might get a phone call from donors. Sometimes donors 
“outside of the norms” from society — people who are “very 
angry” or “very sad” — you have to listen, be patient and 
explain.

Emphasised patience — “being genuinely interested in people 
and being helpful.”

“Although we have people in the organisation who don’t love 
to be with people, are quite quiet, they don't love talking to 
people but they are excellent fundraisers.”

“Generally as a person I’m biased more to structures and 
systems, and that may come into play in my answer here.” So 
more keen on strong structures and systems than super 
smart people. “I think people are overrated a bit.” 

“And I would say apply straight away. I think applying [to 
animal advocacy fundraising roles] would be best. It’s really 
hard to understand what the organisation looks like” from 
the outside.
 
“If they have strong skills in data analysing, or building better 
paths” through to actual donation “then we would move it” so 
your role focuses more on this. I.e. they could shift around 
roles a bit to allow people to focus on their strengths.

“I think the thing that would help a lot” would be to increase 
understanding of 1) marketing, 2) social psychology, and least 
importantly, 3) data.

[With reference to an earlier conversation] “I don’t think a 
PhD in psychology gives you anything except a waste of time 
and stronger signalling” e.g. the PhD would usually be very 
specific, not very helpful. [The exposure that you would need 
to social psychology] “would be very minor and you just need 
to take the low-hanging fruit,” e.g. methodology, how 
intuitions about psychology are sometimes misleading. “PhD 
is for sure overkill in psychology,” though Jakub isn’t saying 
this about any/all PhDs in animal advocacy more widely.

“Marketing in for-profit — this is very dangerous as well” — 
this reflects Jakub’s view that over-confidence about 
experience or ideas from outside of the specific organisation 
can be harmful. “For fundraising, I think this is the closest 
[experience you can get].” But e.g. in for-profit, you focus a lot 
on “brand association.” And exchange of money for a product 
or a service that is useful. “Its totally different in fundraising” 
— you optimise for “social change.” “I’ve seen a lot of 
examples of this being very misguided and harmful.”

“I can send you the link to some funny articles” about this sort 
of thing. [Sent via email. These are the articles of employing 
"marketing" thinking in social change activism. https://ssir.
org/articles/entry/stop_raising_awareness_already and https:
//www.thecut.com/2014/07/awareness-is-overrated.html.] 
From my experience this kind of errors is common for 
professionals from marketing (but the opposite would be true 
for the people who studied behavioral sciences).

“The tools” would be helpful “but you need to think what you 
need to optimise for”
In fundraising, would use “lots of negative emotions,” to make 
them feel sorry etc but in marketing, this is something “you 
don’t do.” “Many” people with for-profit backgrounds gave 
them advice about fundraising that were “not only not 
applicable but actively harmful” — saying “you need to drop 
this” use of negative emotions.

“I would prefer people who are volunteers” to “people who 
have relevant experience” in marketing — when they are 
hiring. “Experience in advocacy dwarves any experience in 
for-profits.”

Jakub knows people who do classes in marketing and the 
courses use old-fashioned experience.

[See previous answers -- social psychology seems relevant, 
but formal qualifications are not necessary.]

"I am part of Accelerators prepared by ProVeg to build 
capacity in many topics, as well as in a mentorship program 
prepared by Anima International. I also became a member of 
a Slack group of activists called "food fight" and I've been 
learning a lot with all those activities."

“Mentoring is the most important to give people as an 
opportunity” — “connect people with people who have 
experience.” To help people test their fit. Would be one of the 
most useful things — people can ask questions etc.

[Answered in response to another question]
“And I would say apply straight away [to animal advocacy 
fundraising roles]... It’s really hard to understand what the 
organisation looks like” from the outside.

“Hard to answer for all nonprofits because I have my biased 
view” from his experience with Anima International and 
conversations with staff at other organisations. “But I would 
agree there can be significant differences.” It depends on the 
country — might not specialise much in Lithuania. “For us it 
wasn’t the case at all” [that you would specialise] — “doing 
grants and major donors were something you would of 
course do but the opportunities weren’t there” [for regular 
work on this]. “Also based on big differences in wealth in the 
society.”  AI’s aim is to “Having a good broad overview but 
then specialising” — “going into this direction” in Poland, but 
“at the beginning” focus was on being “very versatile.” Would 
research major donors, but they don’t exist “just drop it” then 
do other forms of campaigns.

“Of course if you research grants, probably quite different” (in 
terms of patience, people person etc, discussed with 
reference to the “what makes great fundraisers” question). 
With grants in EA, there weren’t many before EA. and less 
about “selling yourself” more about providing data.

[I asked about meeting one-to-one, big donors]
“I could see the case that you’re less into data if you’re just 
facilitating major donors. From my experience still, people 
who work with major donors would come and not be very 
into data structure. But basically you’d still need to make a lot 
of clean.

If you have a meeting — “You should still organise it into very 
nice summary, put it into a database with other major 
donors, structure what you think, what you should ask”
“Less anonymous”, more focused. [So data less important, but 
still important.]

Maybe in US, more people focused specifically on major 
donors, but not the case in AI because “we don’t have that 
many major donors” — may change as org grows.

[I asked if fundraising has any natural correlates with other 
aspects of advocacy]
“I think it's quite transferable.” E.g. “campaigning to the public 
I think it's very transferable” e.g. “what do we want to achieve 
and how do we achieve it.” But if you’re campaigning in terms 
of meeting with politicians or businesses “I think it’s less 
transferable” because there’s less overlap

“With operations I think it is as well, but maybe less.” Unsure. 
But transferable in some places? Had one person transfer 
from “Donor management” to HR. The transferability towards 
“financial management” would be lower, but “the data skill 
would be very transferable.”

“Generally what you develop in fundraising is very broad 
generally, so I think lots of this stuff is very transferable.”

Very keen on “critical-thinkers” which is “transferable to 
everything.” But would advise people to go straight for 
fundraising.

“Also one of the best ways if you want to transfer from 
nonprofit to for-profit." Just an intuition, hasn’t seen it happen 
— “because I think everyone who worked in fundraising in 
Anima International stayed.”

Suggests good for switching to other animal advocacy orgs.
“the people who left fundraising landed quite well in other 
organisation”. Guess but has observed that “usually it’s quite 
good for other groups to hire fundraisers.”  E.g. animal 
advocacy orgs “will see value that you have some ways of 
thinking and doing” that they don’t yet do.
But I have just seen a few cases of this.”

“Its more like people are interested what the ‘competition’ is 
doing.” might have “insights of something we don;t do.” Ideas 
for tactics to explore. [hypothetical example] E.g. good 
understanding of how corporate sector wors with CSR 
companies, they’re efficient at that, you might think “we don;t 
have anything like that, we want to explore that” — so “would 
be cool for us.”

[IMPORTANT]
“As a fundraiser you meet with someone, they’re interested in your plant-based campaign,” then they are put in touch with 
someone in the plant-based campaign. A fundraiser might work on reminding the person in the department to talk about it. 
“Depends on what the person is interested in, what’s the size of the gift.” But they might spend a decent amount of time 
strategising how to deal with the particular donor.

[I asked about how the contact is split between specialised fundraising staff and other staff.]
“I think mostly specialised” if they’re a major donor. “For the biggest gift givers, I would say specialised” but also people with 
some understanding of fundraising. E.g. also have some fundraising background themselves. But smaller donors, might be 
less so.

If the donor’s preference has a different strategic vision and they want to restrict the gift, they might not want to pursue the 
gift. “There are some dangers with major donors.”

Caroline Mills The Humane 
League

Director of 
Donor 
Relations

19/03/2020 “Manage the mid level and major gifts” teams, representing 
gifts of $500 to $5000 and $5000 and up respectively. Manage 
a team of fundraisers — major gift officers and medium-sized 
gifts. Personalised and individual fundraising.

“A lot of meetings.” “I do a lot of project management and 
staff management.” “I personally have 3 direct reports and am 
hiring one more.”

“Strategy work, programme building for major gifts and mid 
level.” 

“Building up those fundraising programmes.” 

“So I do a lot of Systems work” and “structural things” — 
figuring out what our different funding opportunities are” and 
which donors to target, “a lot of logistical work that needs to 
happen.” People need to get tax receipts, stuff that needs 
oversight at the top. 

“Major gifts work is really individualised” — “one-on-one 
connection” between fundraiser and donor and organisation 
— really personalised “impact reports” and “updates” and 
“deep relationship-building.” Quite personalised and 
individualised but “there are still systems that you need” e.g. 
KPIs and strategies, but they “just get an extra layer of 
personalisation on top of them.”

Mid level donors are more of a “some to one” relationship — 
events, updates etc, that still have a bit of customisation in 
them “to make people feel special.”

Connecting “programme staff” to donors.

“House parties and personal events.”

“It comes in waves. I would 
say I average maybe 9 hours a 
day. Fundraising can be very 
seasonal, so especially round 
the end of year it can be 
overtime heavy. But in the 
spring and especially early in 
the year it will be a lull. With 
fundraising there’s always 
more to do and more that can 
be done.”

“Maybe 70% management and 
30% my portfolio of donors.”

“THL is the only animal 
advocacy group that I’ve 
worked for. I worked in the 
human rights field briefly 
before. I’ve been at THL for 
almost 4 years and I’ve been 
professionally fundraising for 
6.”

“That was really the start” (of 
her career) — “I started as an 
executive assistant to 
someone who did a lot of 
fundraising.”

[No] [See previous answer -- 2 
years]

[See previous answer -- 2 
years]

“I would tend to say that fundraising experience is more 
important. I think there’s a particular lack of deep fundraising 
experience in the animal advocacy movement, and my 
intuition is that for fundraisers who care about a cause, it’s 
much easier to learn about the nuances and details of our 
space, than it is to build up the kind of experience needed to 
be a really effective fundraiser and manage effective 
fundraisers. I think that can take years of mentorship.”

“There are tons of different types of fundraisers and different 
particular fundraising roles require different things.”

2 main things: “Emotional intelligence and people skills. 
Especially major gifts fundraising is a really emotional process 
and its really emotional for donors” — they’re donors because 
they’re “looking  for some sort of meaning through 
philanthropy” and “making a difference” so need to “tap into” 
their desires and emotions.

“In equal measure, the strategic thinking, and ability to look at 
data. Analyse numbers.” “In fundraising people talk a lot 
about the mix of heart and science and I really think that’s 
true.”

“Its challenging because I think there are roles in which — 
sticking with major gifts — major gifts fundraising experience 
is so invaluable, and someone who’s had 10 years of 
experience in the field is just going to have a level of comfort 
in making a big ask of someone that is hard to replace with 
other kinds of experience. There is something about asking 
someone for $100,000 that will always be scary for 
someone.” But doing it repeatedly and building comfort “is 
really invaluable.” This can be a challenge when hiring — “it's 
hard to substitute for that.”

“That said I think there’s tons of relevant experience people 
can have. Anything where you’ve building connections with 
external individuals is going to be relevant and explicable.” 
They have a team member who “has been doing community 
building work for a super long time and that’s super relevant. 
And his ability to just connect with anyone” is great.

“People come to fundraising from all sorts of places. Lots of 
people come from sales… the ability to identify a person and 
put in place and execute a strategy to bring them towards 
your goal over time… that’s really relevant. I think people can 
get into fundraising from tons of different fields. Anything 
where there’s communication and writing involved.”

[I asked if not already in a fundraising role]
“Mentorship is totally invaluable in fundraising. The way that I’
ve gained nearly all of my skills is through having really 
excellent managers who made a point to mentor me.” “I think 
its extremely useful in major gifts fundraising,” but was 
unsure on others aspects of fundraising. Because major gifts 
are “so personal” — mentors can have had “a lot of weird 
experiences” that can be helpful. “It's hard to get that sort of 
nuance through a class or other things like that. Being able to 
pick someone’s brain on their experiences through their 
career or if they had a donor like X or in a particular 
situation.”

“Apart from that, anyone can do fundraising — they can start 
a peer-to-peer fundraising or start fundraising… and build up 
those skills and that confidence in fundraising.” 
“Organisations need fundraisers, and there are lots of 
opportunities” to try it out.

On the formal side: There’s “certification. There are tons of 
courses.” “The association of fundraising professionals” has 
“webinars, in person-meetings.” 

[I asked about value of these courses] Thinks some of it will 
be signalling value — “I personally am not a certified 
fundraising executive.” But many “are quite good and are 
quite useful… certainly not a substitute for experience or 
mentorship but might be a way to find a mentor if that’s 
something that you’re looking for.” The Association of 
fundraising professionals has a mentorship process.

[I also asked about resources for people IN roles]
“Not outside of what I’ve already mentioned” — still focusing 
on mentors.
Blogs and webinars can be useful. “I find a subscription to the 
chronicle of philanthropy helpful.”

[See the previous question.] “THL has been hugely supported by effective altruists and I 
know a lot of other effective animal advocacy groups have, so 
finding ways to connect with those people has been huge. 
And I’d love to see animal advocacy get more of a spotlight 
among EAs as well.”

“Efforts to raise the profile of animal advocacy” among EA 
could be really helpful.

“This is really hard. And I tend to think it's a lower priority 
than asking people who are already interested in animal 
advocacy to give more or to give more effectively. My hope is 
that a lot of the profile raising efforts across the movement 
will bring more people in. And I think we’re seeing that.”

Has a perception of a general increase in understanding of 
the problems of factory farming etc. 
“I think its easier to persuade EAs that animal advocacy is 
important and tractable.”
“I’m a bit of a sceptic about converting people to care about 
animal advocacy.”

[I asked about “give more effectively”]
“Getting people to give to effective animal advocacy groups as 
opposed to some of the less effective interventions is 
worthwhile, and just educating people” about the area.

“Yeah, I think there’s very strong evidence and evidence that 
we actively use in communicating with people just about the 
neglectedness of farmed animal advocacy”, e.g. sharing the 
stats that farmed animal advocacy only receives 1% of animal 
donations — “that is a much better starting place to bring 
people into our cause… but again, not everyone is going to 
be” interested in that.

Caroline “would reach out to those people” before reaching 
out to people who don’t give to either. “But there’s a lot of 
work to do” in fundraising — fundraisers “can easily fill” their 
time to focus on lower-hanging fruit.

[I asked how specialised the fundraising roles are at THL]
“I think we have maybe 8 people in our department. 2 major 
gift officers, 2 administrative and support staff. 1 digital and 
mail marketing fundraiser, and then me and Kalista who are 
both in major gifts and managers, and 1 mid level staff 
person, who’s reaching out really widely and connecting with 
people. We don’t have a planned giving specialist, for example 
[or some other specialised roles that some other nonprofits 
might have]. We have an events and peer-to-peer person.” 
[Kalista barter noted that there were 8 staff in total; the "peer-
to-peer person" (fundraising events manager) was a separate 
role, and that the second major gifts officer is currently in the 
process of being hired.]

[I asked if there was much overlap between roles]
“They are quite specialised, but there’s lots of collaboration 
too. Just because someone makes a major gift doesn’t mean 
that they’re not receiving our mail and emails. But, for 
example, our mass marketer and me are not 
interchangeable.”

[The question approximately as written]
“I do think they’re quite different. And certain programmes 
might have more overlap than others. I think a lot of the mass 
communications, digital fundraising and mail fundraising — 
it's quite a technical skill. There are quite particular ways to 
communicate in those channels that are quite different to 
how I would communicate at a meeting with a donor.”

“With major donors, there’s so much one-on-one psychology 
and strategy to figure out what is driving someone, and what 
would appeal to them, and what is the message that is going 
to get them to make a really transformational gift.” [Added 
subsequently: "I think the biggest differences between types 
of fundraisers are more marketing-oriented roles (direct mail 
and email appeals) that require strong database and analytics 
skills, and those that do 1:1 donor relationships, and that 
might influence the type of fundraising someone is a good fit 
for."]

“I could probably write ok mass email copy, but it wouldn’t be 
as good as [a colleague’s] experience” over years of “exactly 
what’s going to resonate with 100,000 people in an email.”

“I think it's totally relevant and extremely applicable. 
Especially in major gifts, when you are communicating with 
supporters, someone would be able to tell if I didn’t 
authentically care about farmed animals. So you need to have 
some personal alignment with the mission.

The skills are totally transferable, as long as you can adapt 
your messaging and tap into your personal story… and as 
long as you’re able to connect with people about the mission”. 

“I think that fundraising ability is always a benefit at a 
nonprofit. Everyone is in some way involved with fundraising 
and needs to contribute to it” — Caroline “can’t do my job” 
without support and buy in from operations staff, other staff 
etc — when they’re “excited to collaborate, that’s enormously 
helpful.”

Nonprofits would be excited to hire someone with that 
background in fundraising.

[I asked about the reverse]
“I think there’s really close ties between certain 
communications staff and fundraising staff” — e.g. “marketing 
is essentially an overlap between fundraising and 
communications.” But generally, anyone with “interpersonal 
skills, is driven and organised, can succeed and can learn to 
be a fundraiser.”

"[I asked about how impact reports get personalised]
Organisational quarterly reports are quite broad and cover all programmes. “For a major donor, we’re talking about someone 
who made a restricted gift” for a position or project, “so we’re going to want to report back to them” — a way to get people “to 
continue to invest and to invest more”

[I asked about events and how big a part events are]
“THL takes a little bit of a different approach to fundraising events than a lot of organisations. We tend to do pretty small 
events, mostly hosted by a donor in their home” — big events “take so many human and financial resources than the return 
on investment can end up being lower than you would hope, so we’ve moved away from that towards donor-hosted events.”

[I asked about the concrete prep in strategizing for major donors]
“The first step is usually research.” (Generic but “there are some tools” that are specific to fundraising [see below]). Find out 
“what you and your colleagues know about a person.” And using their history with the org “as a baseline of understanding.” 
“The next step is to try and connect personally.” 

Estimates that “Only 30% of people will want to have a connection with an organisation” — some won’t want a one-on-one 
relationship with a fundraiser “and you just have to accept that.”

But for the 30%, once you have a conversation with them “about what their philanthropic priorities are and what the change 
that they’re hoping to make is” then you “can lay out a year-long plan for someone”, e.g. “they expressed interest in this 
particular programme” so you connect with the programme staff so you can gain information about particular stories or 
victories so you can share that with them — and see what sort of response you get to that.

Whole system — “Moves management” — lay out a plan “working towards an ask” then you “follow that and adjust.”

[What are the systems they use]
“There are specific donor research tools, and that’s something like “Wealth Engine” or “Donor Search”. Analytics tools — THL 
uses “Donor Trends” — helps you do predictive modelling about “who is ready to give” who might be ready to update their 
gift, who might be ready for planned giving. “Lots of database tools that have different bells and whistles.”

THL’s one has a specific tool for “moves management”

THl just started using the modelling — started using it because Kallista had used it at ACE and had really liked it.

Wealth Engine is pulling in publicly available data, “doing some screening and ranking based on those things. You can say 
things like ‘I know our donors are between the ages of X and Y and its mostly [gender] and you can find other people that fit 
that profile and reach out to them. I don’t do a lot of that because I think there are higher impact things I can do with my 
time.”
“The best predictor of whether someone will give a large gift to your organisation is whether they’ve already given a gift to 
your organisation” — so better to focus on [upselling] to existing supporters.

Wealth Engine — a lot of automatic screening. System might “rank this person really highly, but I know that they have two 
kids in colleague so I don’t think they’ll give this sort of gift because I have this extra information about their financial 
situation.”

In animal advocacy specifically, most organisations do not publish donor lists in their annual reports — in other sectors 
Wealth Engine would usually rely a lot on data from these annual reports — “previous charitable giving is the best predictor 
of subsequent charitable giving” but because effective animal advocacy groups don’t publish that information, the 
information is as good.”

(not sure why — “maybe just because the space is smaller… I think donors are less interested in public credit… But I don’t 
know if that’s true.”)

[I asked what the 30% of donors seek to get out of these conversations and why they entertain them]
“People generally care about the organisations that they give to, and their interest is piqued, and they want to know about 
how their money made a difference… so that’s a service that we provide.”
There are a lot of “serious philanthropists” that are giving a large proportion of their income, so they use these conversations 
to help “vet” and “compare” organisations.
“In the animal advocacy movement, I’m seeing a little bit more and more people having individual philanthropic advisors” — 
large donors having this more and more.
So fundraisers are “a little bit more philanthropic advisors as well” — Caroline is explicitly work for THL “but if I didn't think 
that a donor was a right fit for our organisation, I might refer them to another organisation.” 
You’re never trying to trick people — “fundraiser provide a service to donors, and that service is demonstrating the impact of 
the donations and helping them facilitate the change they want to see in the world.”

Brittany 
Chambers

The Good Food 
Institute

Corporate 
Philanthropy 
Officer

20/03/2020 “I actually started at GFI right around the time GFI was 
launching. I was working as the senior development 
manager.” “I was creating the entire broad based fundraising 
campaign and the infrastructure for what was the annual 
fund… the pipeline to ensure we have the revenue coming in 
for larger projects.”

In July 2019, moved into a new role “based on impact.” New 
role — Corporate Philanthropy Officer.

Working with corporations, determining their philanthropic 
goals. “Look at areas of highest impact for accelerating plant-
based and cultivated meat.” “Look for ways” to support 
programmes that are “underfunded” e.g. research grant 
programme.

Works with CSR teams, CEOs, “everyone under the sun.”

[Reasons for new role]
GFI growing — opportunities to specialise. 7 total on the 
fundraising team — 2 philanthropy officers with individual 
donors, Brittany’s role as corporate philanthropy officer, 1 
director of development, 1 associate director, 1 person whose 
role was similar to Brittany’s but for foundations, and 1 
person focused on smaller gifts.

Also realised some companies had very large budgets for CSR.

“It depends on what initiative I’m embarking on.”

If working on “corporations that have the propensity and the 
history to be able to make a large philanthropic gift, I’m 
essentially doing research” — e.g. whether their interests 
align with our mission.

“I look at companies that have invested in alleviating global 
poverty, climate change… and then I look for companies that 
are calling for proposals.” There is no “central repository” for 
this — it involves “digging into the companies websites” to see 
“what I can uncover from their CSR teams, their PR teams.”

GFI has “relations with quite a few companies because of the 
work our corporate engagement team does.” — helping to 
“integrate plant-based into their business development.” So if 
“our corporate engagement team our sci-tech team has 
identified a company” that is interested in “elevating a 
particular project” to support the industry.

Will have been there 3 years 
from August 2020, i.e. just 
over 2.6 now

Before GFI — “I’ve been a 
fundraiser for almost 8 years. I 
started working in annual 
funds, building a broad base 
of support for the University of 
Rochester.” Worked in “higher 
education” fundraising for a 
while. “Director of alumni 
relations and development” — 
a college in NY.

“Moved to GFI after 
researching and taking a 
variety of tests on 80,000 
Hours, listening to the 
podcast, trying to determine 
how I could use the skillsets I 
had developed through my 
fundraising career… part of 
how I discovered there was a 
massive talent gap in 
fundraising.”

[No.] [Yes, see question before -- 8 
years].

“My undergrad degree is in 
history and communications. 
After my undergrad degree, I 
worked at Zillo, which is a 
digital real estate 
conglomerate. It was still 
relationship building but it 
was sales and marketing 
essentially... It felt very empty 
and meaningless. I loved the 
work that was connecting to 
individual human beings and 
helping them grow their 
business. But it wasn’t 
aligning with my altruistic 
goals. So I moved back to NY.”

[See next question, though I didn’t ask this explicitly] “I think any career… any type of work that requires you to 
listen intently, really thoroughly understand the person 
sitting in front of you, their needs, their deep desires, their 
interests and their goals, and you can pair that with 
something that you are offering… you can be a fundraiser. So 
I think entrepreneurs make incredible fundraisers. I think the 
skills in the Venture capital world are incredibly 
transferable… I think teachers can make excellent 
fundraisers.” “Also journalists.” “Need to be nurturing.”

Less obvious but “the strategy behind the scenes” important.

“Managing your portfolio”, able to view this from “a micro and 
macro level… all the way through to solicitation and 
stewardship so you can keep the relationship alive and make 
future asks.”

“I think as long as you’ve got… I found my liberal arts 
undergraduate education to be really valuable because it 
allowed me to understand the socioeconomic and political 
environment I’m fundraising in.”

[Masters was in “management” — thesis was in “building a 
culture of philanthropy” and “building the generational 
divide”]
“I don’t think my masters degree was super pertinent or 
helped me in a concrete way in being a fundraiser” — for own 
purposes, wanted to “dive deeper” into “what drives 
philanthropy” — the skills you need for fundraising “don’t 
map well to a degree.”

Specialist courses like at Lily’s school of Philanthropy “are 
great if you want to specialise” — certificate called “Certified 
fundraising executive” — “I have intentionally not taken that 
because I have not found it to be any more valuable than 
what real world experience can provide, but if you were 
starting off, and trying to get an edge, it could be beneficial” 
to “show a base of knowledge for fundraising.”

“I love that question. I would say reaching donors whose 
giving behaviour doesn’t map to the needs of your 
organisation is really really challenging, because we’re 
fundraising in a hyper-competitive space,” now with “digital 
fundraising” etc. There aren’t “just nonprofits” fundraising — 
“literally anyone can create a fundraiser.”

“Create a donor persona and think who is the person who isn’
t giving to your organisation… and how can we speak to them” 
and get them to donate etc.

Because GFI is “multi-focus” — “global poverty,” “animal 
welfare” etc, fundraisers can “show how” those causes are 
related. Lots of options “to start a conversation.”

“Something that I’ve found really useful is looking at social 
circles and determining if there’s somebody who is an 
acquaintance or a contact that you can use as an ally to make 
an introduction.”

“I think that they all share a common thread of being roles 
that require all of the skills and propensities I mentioned 
earlier.” “There are differences in the mechanics. We all have 
portfolios, we each have ‘moves management.’”

But there’s a “different case load” and “the way in which we 
fundraise” is very different.

A grant writer does “much more work behind the scenes” to 
compile relevant info. “Maybe there’s less external 
communication or less face-to-face communication.”
“Philanthropy officers doing lots of one on one cultivation and 
stewardship… really building relationships that I would say 
are longer-term” than say “a time-based ask that I have to do 
or Lexi has to do for a foundation.”

“Our annual campaign manager is working on a very different 
timeline… its more reminiscent of a marketing role. She’s 
focused on donors that are giving at the $1 to $5000 level, 
whereas the rest of us are looking at donors giving $5000 and 
above.”

“I think that somebody who’s fundraising for a annual fund, 
for donors that are more or less representative of the general 
public,” “fundraisers that working on that level, there is a bit 
of skillset differentiation.” More like marketing, “have to be 
able to keep people engaged despite having more of a low 
touch strategy” — “much larger pool of donors, they may 
have 2000 people they are managing, rather than 100 or 120 
in a major gift portfolio.” “They need to be proficient in big 
data ideally to understand the data points that are coming in.” 
“And they need to be proficient writers.“

[Answered with reference to another question.]
“Fundraising can be a really tough career to break into. 
Because traditionally if you’re applying to a nonprofit that has 
global reach, they typically want fundraising experience. 
Because its not sales.”

“It requires a lot of listening, it requires connecting at a 
fundamental level.” It’s an “ego-less job.” “Not transactional by 
any means.” “I found that transition from the for-profit side of 
sales and marketing” difficult — “i had to take a step back in 
my career and rebuild my career.”

“There are definitely traits of a good fundraising manager.”
“Curiosity, an interest in people, hearing people’s interest in 
building a better world.”
“Typically somebody that has actual nonprofit fundraising 
experience would be chosen over somebody that didn’t.”

“One thing that comes to mind is that if you are considering a 
career in philanthropy and you’re passionate about animal 
advocacy, I think it's the perfect community to engage with, 
and not to be afraid, and to be willing to be vulnerable, and 
connect with people that have jobs that look like the jobs you 
may want to do” — try to “grab half an hour on the phone” or 
“grab coffee with them” if you're in the city.

“Ask them if they have recommendations or connections for 
you, or they’re willing to make introductions for you.”

“Find solace in the fact that this is a really tight knit 
community of people that are very altruistic and want to help 
bring people into this movement.”

“Don’t get too hung up on the skills that you have or do not 
have.”

“Make people aware of your desire to be a fundraiser.”

[Gave the impression of fundraisers likely being willing to help 
out and help bring new people in, supportive etc.]

[I asked what sorts of companies tend to make gifts to GFI]
This is “actually very well-defined. To avoid conflict of interest we have to remain totally non-biased.” “I can fundraise from 
any non-food company in the world as long as their ethics align with GFI… there’s no quid-pro-quo, and it's an actual 
philanthropic gift.”

Sub-programmes: Good Food Conference. Some food companies are able to donate for very targeted programmes.

[I asked about relation to corporate engagement team]
“If a food company is aware of the connections we have in the industry and the connections to open-access research… they 
have a vested interest” — but very specific, has to benefit the “whole industry and not just one company.” Rare that corporate 
engagement team’s work leads to a gift.

Kalista Barter The Humane 
League

Senior Director 
of 
Development

25/03/2020 “I oversee the development team here at THL. There are 8 of 
us right now. I take the big picture view on a lot of things. I do 
long term planning, messaging, general kinds of stuff. Then I 
have a wonderful team who oversee” various parts of that. 
Online, peer to peer. 

“I do some one to one with our bigger donors” (but mostly 
strategic + managing).

“Many meetings.” Remote — “4 to 6 hours of meetings every 
day with various people on my team and the leadership team, 
and/or our external firm that we use for our direct mail and 
online fundraising programme.”

“We contract out for that as do many of the larger animal 
organisations, at least in the US.”

“Talk through, make sure everything’s on track.” “Latter half of 
the day is moving things forwards, whether it’s writing, going 
round to the department heads trying to figure out what 
everyone’s priorities are” during the COVID crisis, to 
“communicate that to our donors.”

“Creating resources for my team to use. Doing budgeting. 
Reviewing proposals. Reviewing all of our [content]… I usually 
take the last look at everything that goes out to our donors.”

“I’d probably say its 90% 
management and support of 
the time or strategy behind the 
team.”

[In terms of the strategy 
specifically] — “not as much as I 
would like. A lot of my strategic 
planning happens on the 
weekends or in the evenings, 
when I can take that step back 
from the rush of everything 
that needs to get done.”

“I'm on the west coast, most of 
my team is on the east coast, 
so I kind of get that part of the 
day to focus a  little bit more on 
big picture stuff.” “I probably 
get at least half a day on the big 
picture stuff”

“I’ve been at THL for a year. I’ve been doing fundraising for animal organisations for 13 years.”

“My university degree is in communications, with a focus on advertising.”

Went straight from university to “In Defence of Animals, and then to PETA, and then I did some consulting, then I worked at ACE, 
now I’m here.”

[I asked about differences across different orgs and iterations] “I’ve run the gamut a little bit, which is why I am where I am 
now.”

“Originally when I was at IDA, I did database management” and smaller fundraising. Then at PETA, did “major gifts, donor 
relations and planned giving teams.” Then at ACE and while consulting “it was really building a fundraising programme from 
scratch — ACE didn’t have one. And that was really unique because ACE was fundraising for other organisations.”

“And now at THL, it’s really been growing this programme, making sure they’re maintaining a healthy” donor support base.

[I asked about variety vs specialisation and which of these two routes Kalista would recommend]
“If they’re entering earlier in their career, like I did, and they’re not transitioning from for-profit to non-profit, then I’d definitely 
recommend bouncing around and figuring out what is most valuable to you.”

But if from for-profit, “picking a track that seems most aligned with your experience” seems best.

“If you’re going to be overseeing a team like mine” then having the diverse perspectives is helpful.

[Not asked directly, but see the question on "How applicable 
is experience in fundraising outside of the animal advocacy 
movement to fundraising roles within the animal advocacy 
movement?"]

“Somebody who really wants to help people do good things in 
the world. So I’ve always envisioned our role, whether you’re 
working one to one or with thousands of donors who give 
through the mail, we’re helping them change the world, 
telling them here’s what you can do to make a difference… 
those resources will go a very long way to making the change 
you and we want to see in this world.”

“What I have always loved about fundraising is that we get to 
work with people to make their goals a reality. People who 
want to see animals less and don’t know how to do that, we 
can help them to make changes happen.”

“Anybody who’s passionate about helping people see 
change.”
Differs from campaigners — making the change yourself — “I 
get to work with thousands of people to help “ them achieve 
their goal.

“It depends again on which track you’re taking.”

Most direct — “Client relations” or “sales from the for-profit 
space” is “really valuable for the direct relations” work.

For mass appeal work: “someone who’s a good writer and 
has an interest in telling a story effectively in order to 
encourage people to get behind something.”

E.g. “I studied advertising in college, and I saw this as an 
avenue to advertise good things.”

“A lot of organisations do events, so anyone who’s coming 
from an event planner background, that can translate into 
fundraising very easily.”

“And then every fundraising team needs somebody who is 
into data... So if you have a background in data collection or 
analysis” that can be helpful.

“Certainly nothing is a one to one transition,” unless you’re 
“doing database management” which is “probably the same.”

“Sales is not directly transferable. Obviously the ability to 
build a relationship with somebody that you’re not seeing is 
valuable. But selling a product vs selling a dream is very 
different but has similarities… and is something you can teach 
someone who is interested in relationships.”

“Like working with people and getting to know somebody.”

“The skillset of needing to sell a vision” is important.

“I don’t think it matters in fundraising, no. Everyone on my 
team has diverse academic backgrounds.“

[I asked if uni degree is needed]
“I don’t think so.. Certainly, as with most careers, a university 
degree helps.” But Kalista has worked with people who are 18 
and “working their way up.”

If you  earlier “you’ll probably be further along” in your 
fundraising career than someone who went to school and 
graduated.

"“It really depends. One of the things that I have always found 
an important practice is writing to individual donors. I think 
taking that time to focus on how am I going to talk to this one 
person, whether you’re pitching something, a proposal, or 
just writing a thank you note, focusing on how to express 
yourself in writing is really valuable forever in virtually all 
tracks of fundraising.”

(Both in terms of practice before you start, and for someone 
who’s started; the should take a bit longer than they naturally 
would and focus on reflecting on the process and how they 
can improve.)

“Trying to write an appeal is a really good way to gauge 
whether this is for you.” As a fundraiser you are trying to 
“help [donors] feel connected” and testing “that you can do 
that effectively and that you enjoy” doing it is really helpful.
(Could be as a theoretical exercise — or “as a practice” with 
particular connections.)
“Even just the conversations all of us as animal advocates 
with our friends and family about why they should go vegan, 
or why factory farming is bad. Learning how to have those 
conversations productively is also good practice. That’s not 
what we’re doing — we’re not trying to convince them to go 
vegan, but we’re trying to“ encourage behaviour change.

Practice behaviour change through personal communication 
skills.

“Otherwise just paying attention to what’s going on in the 
industry.” There are lots of resources — “just a really good 
way to get a sense of what’s happening in the space… what 
trends are happening in the industry” — will always be 
helpful."

“Chronicle of Philanthropy is a great one, they have a 
fabulous newsletter that gauges what’s going on in the space 
and shares a lot of the surveys that are going out there so we 
can collectively learn from trends.”

“Gail Perry is a great resource for major gifts work.”

“Nonprofit times is another one but I prefer chronicle of 
philanthropy”

“But there’s so many — it's about finding one that you like 
and find to be valuable.”

[See the answer to the question "What are the best ways to 
deliberately practice and develop fundraising expertise?"]

“The only group I could see as a potential target is effective 
altruists, who already to some extent prioritise animal 
welfare, but not as much as other causes. So somebody who 
is inclined towards effective change and interventions can 
sometimes be convinced that there’s at least some value to 
investing in animal advocacy and animal welfare. Otherwise, 
it’s really hard to say. I think our donors are from all stripes, 
but generally at THL at least, everyone cares about animals; 
it's not a vegan advocacy group. Not everybody’s vegan. 
People just care generally about improved welfare. But we 
have a lot of vegans, so they’re another option.”

[I asked about which EAs tend to give]
“Anyone who’s involved in the far future side of things, I’m 
never going to convince them. But people who are invested in 
human change and suffering,” like the Against Malaria 
Foundation and other GiveWell-recommended charities, they 
“can usually be convinced that at least a fraction” of 
philanthropy should go to farmed animal issues.

“I have not been very effective at convincing, let’s say an 
environmentalist, to care about farmed animal welfare. The 
most effective demographic I have convinced is EAs, or at 
least people who are already inclined towards creating 
effective change.”

Because of the scale of what’s going on — it seems tractable 
to persuade them to throw at least a portion of their money 
towards factory farming. “I’ve had luck with suggesting that 
somebody move even 10% of their philanthropy behind 
animal welfare, because there is enough perceived value that 
it’s worth that.”

But people who are involved in other cause areas like “human 
health and environmentalism are a little harder to convince.”

This has been put to the test with purchased list exchanges — 
THL have bought one from human health, and using this, “we 
performed very poorly.”

This topic has “been discussed in the space for many many 
years.”

“I think that’s the only area we can really expand into. There’s 
comparatively few organisations focused on farmed animal 
welfare.” When trying to reach out — “people who generally 
support companion animals, or horses” is the area “we can 
most effectively” expand into.

When studies suggest “animals deserve better treatment,” 
people often think about cats and dogs etc. But lots of them 
are eating meat so they “can tend to turned off by arguments” 
relating to animal farming.

[This was also discussed with reference to other questions, e.
g. “What makes great fundraisers?” and “What sorts of 
experience are most useful for developing fundraising 
expertise?”]

“Yes.”

“When I talk to people about careers in fundraising, everyone 
thinks about major gifts… talking to a donor and asking them 
for money.”

[I asked if the outsourcing stuff meant if there are far fewer 
roles focusing on the mass outreach]
— “yes, on our team, there are fewer people focusing on 
mass outreach and fundraising.”

“As long as you are passionate about animal advocacy, it's 
transferable.”

“So it would take some work if I hired a fundraiser from say, a 
university, but if they really cared about the issues, it wouldn’t 
take them long to get caught up.”

“But if I have to go through the process of convincing 
somebody why farmed animal advocacy makes a difference, 
it's never going to work.”

“Passionate” is “number 1.”

“If I were to transition out of fundraising, the area that I would 
feel most prepared to pursue would be corporate relations 
work. Obviously there's still one to one relationship building 
there, so working with a company to convince them to change 
something is a really great avenue out. Also, depending on 
what your skillset is, you could work in a communications 
department, so transferring over to a communications 
department in a storytelling department is really valuable.”

“And vice versa, I would assume those roles would transfer 
back into fundraising in a similar way.”

“Somebody’s who’s a project manager would be great in a 
fundraising department.” Data analysis stuff “would be 
directly transferable.”

“I 1000% share that view” — this comment is based on Kalista’
s experience with hiring processes and from “other peers in 
the space.” 

“It’s very hard to find talented and compassionate people. I 
think one of the myths I want to dispel is — like i said, there 
are so many ways to work in fundraising, and most people 
think of it as this one to one, I have to ask people for money 
and that's uncomfortable.” But there are lots of other ways to 
contribute — “fundraising is so crucial to our movement, that 
I would love to see more talented, passionate people come 
into this space and execute their skills."

“What I’m curious about is why fundraising is so scary for so 
many people. I think it's because people don’t understand 
that there’s so many avenues you can take in fundraising. Lots 
of people say they could never do my job, and it doesn’t make 
sense to me — I feel really lucky to be being this middle 
woman”, representing donors, helping to make change in that 
way.” It’s “such a pleasure — I would love to have more 
people” in fundraising.

“We have a special role where we have to speak up on behalf 
of our donors and make sure that we’re their voice in the 
organisation.” “I think sometimes if an organisation is going 
down an avenue that’s not what donors intended, we have to 
voice that.”

[I asked about the outsourcing of online fundraising]
“We work with a company here, that have worked with a lot of other animal organisations have”
“We started working with them before I came on board.”
“3 years ago we had 500 donors or something, and now we have 10,000.”
“By partnering with this company and building an acquisition programme.”

“There’s a list exchange. A lot of organisations share donor information to try and gain more donors.”
If you give to 1 org, you get appeals from lots of other orgs — that charity you gave to shared the info in a list exchange with 
other orgs.
“This process also happens in the animal welfare space. And it's really how a lot of the larger organisations maintain growth 
in their donor base.”
“They [the external company] consult with us on strategy”, THL hones it in, “then they execute it for us.”

[I asked how the interaction worked in practice]
“One person on my team manages that relationship. She’s in email communication with them daily. We have a once a week 
video conference with them, to check in… if we need to pivot anything around our messaging, so that’s where I step in.”

“If we were to do everything they do for us in house, it would be at least 2 full staff in addition to Kristin working on all of 
that.” The company has full team working on that sort of fundraising — “we get 10 people who are really thinking about our 
strategy and project managing and executing the whole thing.” “It would definitely be more expensive to try and do all of that 
in house.”

The specialisation offers benefits, e.g. the company gets to learn about that particular method of fundraising from a lot of 
different clients and donors.

Heather 
Herrell

Animal Charity 
Evaluators

Director of 
Philanthropy

25/03/2020 “I lead the fundraising efforts for ACE’s programmes and 
operations. ACE is unique in that one of our programmes is 
fundraising for our recommended charities. So I oversee 
those as well.”

Interacts with ACE’s donors and also donors to rec charities.

[I asked — Just Heather?]

“In title, yes. But many people at a nonprofit are involved in 
fundraising. I work closely with our executive director, our 
communications team.”

“Although we are looking to bring on another” fundraiser.

“They do vary significantly throughout the year. Especially 
when the giving season is on, it varies a lot from right now.”

“Would involve me personally thanking donors for their 
support” — handwritten cards, emails. “Gathering progress 
updates from our recommended charities to share with our 
donors and supporters.”

“Responding to potential donor enquiries about our rec 
charities” or “our funds.”

“Coordinating various fundraising campaigns, Giving 
Tuesdays, matching campaigns.” etc

Then tracking fundraising and ACE-influenced.

[I asked about the thank you notes]
“We do have automation, and I know that a lot of 
organisations use various platforms.”
“I do go through and follow-up personally and individually 
with donors.”

Internally, they set levels — if donors give a certain amount, 
they use particular communication methods. “I do reach out 
with a card or email, just to thank them personally — not to 
ask for another gift.” And to ask how they heard about ACE if 
they’re a new donor.

“Often the top reason donors leave an organisation” [as 
shown by generic fundraising surveys out there in the 
nonprofit world] is that “either they never were thanked” 
(though this is unlikely with automation), or “they don’t know 
what the impact was” of their gifts. “They were just asked for 
more money” without any follow-up on that initial gift.

Even though lots online, “I do think it's important” to have 
that “human to human contact.”

(“ACE has not conducted a survey with our lapsed donors” — 
“any time we have a monthly donor who cancels their 
ongoing monthly gift” Heather follows up. Share reasons if 
they’d like to, they are welcome to.)

“People are often willing to share their reasons” for leaving. 
For ACE, this is usually not because of impact concerns. It’s 
often because of changes in circumstances. People often say 
that when their circumstances change they’ll donate again — 
“and I do see that — people aren’t just saying that to be nice.”

“In something related, maybe 
8 years working at animal-
related nonprofits. 9 if you 
count companion animals and 
then animal rights. But as far 
as effective animal advocacy 
specifically, my experience is 
actually limited to ACE, which 
was about 2 years ago.”

[No] “Before that, I did also have 
experience in the nonprofit 
sector in an environmental 
role” — “it's always been 
fundraising.” 20 years total.

“I pretty much went right into 
nonprofit work out of college. 
It wasn’t really my career path 
that I thought I was going to be 
on. I have a science 
background in biology/zoology. 
But I fell into nonprofit work… 
and really enjoyed it and 
decided that what I wanted to 
do.”

[No] “Well, based on my own personal experience, I feel I’d be 
hypocritical if I picked the candidate who knew about animal 
advocacy with no fundraising experience. I would go with the 
fundraising experience, because those skills involved take 
longer to develop than learning about the ins and outs of the 
animal advocacy movement.”

“But I do think that fundraising as a skillset is transferable 
between different causes. Even nonprofit and for profit.”

“In my opinion, I think one of the primary things is a personal 
commitment to the cause. As a fundraiser, it's imperative that 
you believe in what you’re fundraising for. You’re not a used 
car salesman. You are working for an important cause you 
should feel passionately about both personally and 
professionally.”

“Should be able to talk to a variety of different audiences — 
different age groups, socioeconomic backgrounds, potentially 
different languages depending on the focus of your 
organisation.”

“Along the lines of that personal commitment, authenticity. 
There’s this old adage for fundraising — it probably came 
from sales — that ‘people give to people.’ You could have an 
amazing organisation doing great work, but if your leadership 
team is difficult to deal with, hard to relate to, your 
fundraisers aren’t pleasant and engaging, that can hurt your 
organisation. Being able to earn donors’ trust because you 
yourself are a donor and believe in the cause, that’s 
important.” “A lot of it is more personal skills” than say 
“functional skills in salesforce.”

“Being determined” and “not getting deterred.”

[Heather’s answer to the question on “What are the best 
ways to deliberately practice and develop fundraising 
expertise?” also answers this question, as does the last 
paragraph of the question on "How can someone assess 
their personal fit for fundraising roles?"]

“I got into fundraising less intentionally than maybe most 
people. It was a progressive career — I learned on the job. 
Today there’s certainly lots of academic training with degrees 
and certifications, that just didn’t exist when I was starting. So 
I haven't personally looked into them. But if people are 
looking to enter into a leadership or a director position, or a 
major gifts position, you’re going to need some proven 
experience securing gifts from donors. So you have to have 
real life experience in addition to education.” But a degree or 
certification “might help you advance.”

[I asked about experience vs qualifications]
“I personally believe very strongly, maybe because of my 
background, in the value of experience. Learning on the job.” 
Because of personal interaction being so important.

A job advert “might say this degree, or equivalent 
experience.” “I think real world experience in fundraising 
seems more valuable than having a degree or certification 
from some organisation.”

[See previous answer -- not really.] [See previous answer -- not very useful, relative to 
experience.]

“I do think that there is a lot of overlap between the nonprofit 
sector roles and for profit sector, as far as communications 
and outreach in philanthropy have a lot of overlap. And you’d 
find the same skillsets in the for profit sector in marketing, 
sales, corporate outreach. And I’ve personally seen people 
who have done their careers in the for profit sector for a 
while, then they want to change, they want to do something 
different, and they make that transition to the nonprofit 
sector. And they have a variety of skills that can transfer.” 
Many of the skills are very transferable.

[I asked if she had seen it the other way — people transition 
to sales or for-profit roles from fundraising in the nonprofit 
sector]

(No) — “most of my circle have stayed, or have come over to 
the nonprofit sector. I haven’t seen many leave. They’re a 
determined bunch. But you could have those same skills 
transfer. Relationship cultivation, any business where you’re 
dealing with people; very applicable. Communications, 
outreach, a lot of skills transfer that right on the surface you 
might not notice.”

“There’s certainly so much information on the internet for 
fundraising. I’m sure if you Google how to be a fundraiser, 
you will come up with many many options.”

“Chronicle of Philanthropy is a really good resource that has 
grown over the years. There’s free content and membership 
content and they have trainings. There’s lots of free online 
trainings and resources out there.”

“For certifications and resources, there's the Association of 
Fundraising Professionals. That’s a lot of training and 
networking and continuing education. And there’s various 
publications from the nonprofit world. One being Nonprofit 
Quarterly. They do articles, and webinars. And they might 
even host some in-person conferences. I know AFP does.”

“I get all their newsletters, and I frequently check in.”

“There’s tons of blogs and podcasts etc. but probably my 
favourite blog for the nonprofit sector is called Nonprofit AF. 
And it's written by a vegan. And you can search for the topic 
of fundraising. But its a super candid and sarcastically funny 
dialogue about what it's like to work in the nonprofit sector.”

[I asked if Heather found that the content from these 
resources were representative of Heather’s own experience] 
“Yeah I do! Many of the things that I read I can relate to.”

“Well, I think if the idea of asking for money sounds terrifying 
or intimidating or just not fun at all, that might be something 
to consider that fundraising might not be the best career 
path for them.”

“I’d say that most fundraisers tend to be more extroverted 
and enjoy interacting with other people.” “Even though I do a 
lot of this from my computer, I do enjoy talking with donors” 
and their goals etc. “Face-to-face interaction” key. So more 
introverted people might not like this aspect of it.

“Also, your ability to handle rejection and remain 
determined… as a fundraiser you will definitely receive 
rejection” be it from grants, cancelled gifts etc. “But to 
remember your goal and keep moving forwards” without 
taking it personally.

[ I asked specifically about actions]
“If you do have the opportunity to participate in some sort of 
fundraising, whether it's with a local organisation” for 
fundraising runs, or galas etc “just to experience that, I think 
it’s a good way to see if this something you might be 
interested in.”

“I’ve known some people who have been interested in 
fundraising from a special events perspectives, because galas 
etc can be fun. It's quite different being on the other side of 
that, handling all the logistics and putting together 
fundraising events. So I think its good if you have the 
opportunity to participate” that you do so “to see how you 
like it.”

“As far as volunteering or interning, you don’t see those 
opportunities so much for fundraising roles, because, 
depending on the position within the organisation, you can 
help with a special event and lots of orgs look for volunteers 
to help with things like that. [Heather later added that 
"campaigns that interact directly with the public" also offered 
volunteering opportunities.] But you’re not going to be going 
into a charity and assisting with their major gifts or helping 
with planned giving activities.” [Heather later added that 
volunteering or interning opportunities that relate to major 
gifts or planned giving are "exceptionally rare," "due to 
confidentiality and required relationship building."]

[I asked about street fundraising etc whether it’d be helpful]

“I think it depends on the type of animal organisation you 
want to work for.”

“Like THL do have in-person fundraising events. ACE does 
not. We don’t do those. So I think figuring out the type” of 
experience is useful. “Even within the effective animal 
advocacy community” not all orgs act the same. “Some of the 
things I have mentioned, specifically events, might not as be 
as relevant to some effective animal advocacy orgs as they 
might be to other animal charities.” [Heather later clarified: 
"face-to-face fundraising experience is valuable and can 
translate to different fundraising methods," though 
experience in "more specialized roles at larger nonprofits like 
Event Planners... may not be as relevant to smaller 
nonprofits."]

“I think working for campaigning for an animal charity would 
be good experience for interacting with the public, you know, 
donors.” Community organising. “Protest or campaigning 
where you’re knocking on doors,” — “human to human 
interaction.. Because that’s what you’ll be doing with donors.”

“Yeah, that is challenging. I know that there are a lot of animal 
charities, especially farmed animal charities, that are trying to 
figure out what the key is to reach these donors. And I think 
that if we’re looking at the EA community and the EA donors, 
it's remembering that they value scale and tractability and 
neglectedness, and making sure that we do a good job of 
explaining how our programmes relate to those values and 
how our programmes have the impact that they’re looking 
for. And while they might be more interested in extreme 
poverty or longtermism, it's trying to draw those connections 
between our work and the values of the EA community.”

“We think from our experience so far at ACE, trying to expand 
our support within the EA community is easier than trying to 
expand within the general animal welfare community. 
Because we are an EA group, and this especially comes into 
play when you're talking about trying to reach donors who 
donate to animal issues but not farmed animal issues. And 
that has so far been a difficult gap to bridge.”

“In the past, ACE did a campaign specifically targeted 
companion animal donors, and we didn’t have much success.” 
Other orgs who rent lists — “to my knowledge, no one has 
seen a big response to that from those companion animal 
donors.”

“We’re still trying to figure it out. Faunalytics has done some 
recent research about people’s opinions of different 
terminology, veganism and plant-based, and I think there’s 
some valuable information we can learn by people’s 
responses to even the terminology we use as farmed animal 
advocates.”

“One thing I’ve discussed with other people in the movement 
is that diet is very personal and can often be controversial. 
And people won’t give if they’re defensive. And so messaging 
can be very tricky with that. So I guess the added challenge as 
I see it, is people aren’t willing to give money to a cause like 
farmed animals, when they themselves are directly 
contributing to the problem…. It's not a requirement that you 
be vegan in order to contribute to reduce animal suffering, 
just like its not a requirement that you drive a Prias in order 
to contribute to reducing environmental degradation. But for 
some reason, diet is just very personal.”

[I asked about the extent to which there has been a concerted 
effort vs people have danced around, given it a bit of a go]

“I feel like maybe the latter — people have rented email lists, 
attended some events for companion animals, maybe tried to 
gain donors. But I don’t think there’s a unified campaign or 
messaging to give to [farmed animal groups].”

“Well, I don’t think that’s true. Some groups like Fair Be Vegan, 
they compare nonhuman animals to humans.” “There are 
some organisations out there trying to do more for that 
awareness, but I don’t know how successful they are.”

“Yeah, absolutely. I 100% agree with that. I will say the smaller 
the organisation, you usually find the smaller the 
development department… If you are a department of one, 
you fill all of those roles. The larger your organisation gets, 
the more you see” specialisation — “grant writer, special 
events if you’re going to do that, major gifts” etc.

Grant writers wouldn’t work as much with “face-to-face” 
except for possibly “family proposals,” “family trusts.”

“That’s why sometimes starting off in a smaller nonprofit, you 
have a chance to see all the fundraising roles that you could”

[I asked about specialising early]
“I think you have more options if you’re not super specialised, 
like if you can only do grant writing.” Will be more 
opportunities.

[See the answer to the question on "What are the best ways 
to deliberately practice and develop fundraising expertise?"]

“I will say one thing with the idea of thinking about jobs 
descriptions and roles, and thinking about skills needed to fill 
this role.” “And this is on my mind because ACE is 
transitioning to more of a project-based operations model” 
like “the SCRUM model,” or “cross-functional teams within the 
organisation”, “less siloed” between operations, fundraising 
etc. “You have people that have those skillsets, but they’re 
more integrated.”

“If we see more charities adopting this SCRUM model, we 
might see changes in job descriptions” — more 
communications, or operations etc. “When we really think 
about it, our teams have skills that overlap into other 
departments or areas.” This “could be good.”

[I asked about the split of time between fundraising directly for ACE and for other organisations that ACE recommends.]
“I don’t know about the breakdown of time. I do probably spend more time interacting directly with ACE’s donors, especially 
our personal fundraising campaigns. But all the follow-up that I do when donations come in for certain amounts, it doesn’t 
matter if they’re giving to ACE or one of our top charities. I’m still following up with them, still thanking them personally, still 
recognising their gift.”

“I guess it’s kind of similar to if you have nonprofit A, and all they do is one thing, say, ‘clean water.’ You have another 
organisation, and they have like 5 different programmes. They do ‘clean water,’ ‘deforestation,’ etc — they have a variety — 
the more programmes you have, the more challenging it can be to fundraise. Because you have different messaging for 
programmes, just like ACE has different messaging for us, and for our top programmes.”

And there’s plenty of organisations that do have plant-based campaigns, and investigations, and” etc.

[I asked about how easy it is to fundraise for different programmes and shift efforts.]

“It’s challenging. It doesn't mean we would lower the goal to raise for our programme charities. But that means we have to 
increase our efforts on the ACE fundraising side, and doing more personal outreach to our donors. And we do have a lot of 
overlap… and ACE hasn’t, in the past, put a huge focus on our own fundraising. And we’re just realising that we have to make 
sure that we can cover our own operating costs, so that we can continue to provide this service to the movement.”

Anonymous Foundation 
Relations 
Manager

27/03/2020 “I lead all aspects of our organisation’s grant-seeking 
programme. I draft cases for support. I make grant requests. I 
make acknowledgements and send thank you notes. I submit 
progress reports. I also research opportunities — for general 
support and programmatic support.”

“I’m responsible for creating a detailed grant-seeking 
calendar. Documents all deadlines” and “cultivation (for 
prospective donors) and stewardship tasks (for existing 
donors)”

Manages relationships with foundations — “keep their 
donations and when it makes sense to increase their 
donations. But donors retention is a really important part of 
my job.”

“I work with programme staff to develop new language and 
make sure I’m up to date with everything [our organisation] is 
doing.”

“I would say that writing is probably 40% of my time — spent 
writing cases or support letters and inquiry proposals, thank 
you notes or reports.” “And then there’s a lot of research — I 
would say it probably takes up maybe 30% of my time. And 
then emailing, communications” etc “take up the other 30%.”

[I asked about “research” and what that entails]
“There’s a bunch of different research tasks you have to do 
that are specific to foundation relationships.” “First, 
researching donor prospects. In larger nonprofits, that’s a job 
unto itself. And that is enjoyable, I really like that part of my 
job. If someone was thinking of getting into the space, and 
they really loved research, they could do that as their job in 
the foundations role. And I also have to research our 
alignment with these foundations. So foundations are 
different from individual donors in a lot of ways. One way is 
that they’re required by law in the US to give away 5% of their 
endowment each year. For the most part, they have pretty 
specific guidelines about the types of nonprofits they’ll give 
to. That makes the grant a lot more targeted than if you’re 
giving with an individual donor.” 

“Foundations, it's very clear what the relationship would be, 
how you approach them."

[I asked whether this just affected framing or whether there 
were long docs with footnotes etc]
“It depends”. Foundations often have clear processes. They 
might ask for “detailed information.” “In those instances, I do 
add citations. I think an important thing for nonprofits to do if 
they’re building a relationship with foundations is… to show 
that your work is evidence based and measurable.”

2 years, just for [their 
organisation] (“but not for lack 
of trying!”).

“Before this I had more than 
12 years of fundraising 
experience.” All were similar — 
“working at nonprofits, seeking 
money from foundations.” 
[The nonprofits were from 
various different cause areas.]

[No.] “I worked for investment firms 
as a writer, pitching to 
prospective new partners.” Did 
this for 2.5 years.

[See previous answer -- 14.5 
years]

“The person with the fundraising experience.”

“I have a very definitive answer to that. You do have to have 
very concrete skills that are relevant to raising money from 
foundations if you’re in the role that I’m in.” E.g. you need 8 
years of experience with foundations, you need to show “you’
ve raised more than a million dollars from foundations, to be 
really competitive at the top of the list.”

“However, we don’t hire people who don’t have a passion for 
the mission. We hire people who don’t have experience in the 
space though. For example, this is like my dream job… but I 
never got to work for an organisation like this.”

“Especially for fundraising, relative to other roles, you have to 
have passion for the mission because that will come 
through.”

“Its different for foundations than for raising money from 
individuals. But I would say that the things that the different 
roles have in common is that you do have to be very good at 
— not like sales, but — showing donors why your mission is 
so compelling and why your work is so essential. And you 
have to express your passion about the mission, and you 
have to articulate to donors why your mission is so important 
relative to others. You have to have really strong 
communications skills.”

For positions with major donors,
“Excellent verbal communicator, and — not schmoozy — but 
you need to be really good at conversation, and networking, 
and I think that that is a rare skillset, surprisingly, and that’s 
one of the reasons why they make more money than other 
fundraising positions.”

“For foundations, you need to have really strong writing and 
research skills” 

“You do have to face to face meetings with foundations and 
we do a lot of Zoom meetings.”

“I do extensive prep for every meeting with a foundation. So 
when I go into it, I usually have pages and pages of material 
on the foundation, and then pages and pages of talking 
points.”

“I would say that, one thing I did earlier in my career, when I 
wanted to build up my skills, was that I went onto idealist.org 
and I did some pro bono grant writing, and I did some grant 
writing for very little money per hour, like $12. The reason I 
did that was that I wanted to learn if I liked it and I wanted to 
get experience so that if I did apply for a foundation manager 
role at a nonprofit [I had some experience]. I would say you 
don’t necessarily need to have years of experience, but you 
would definitely want to find ways to do work like that before 
you apply.”

“Another thing I did to build connections, was I would go to 
conferences about — social enterprise conferences, or 
sustainable development, CSR, that sort of thing. And I would 
try to meet leaders of organisations and network to see if I 
could help with fundraising. So if you can afford to go to 
conferences, even if you can just volunteer to help at these, 
that could help you land a job.”

[I asked if there were concrete leads that had arisen from the 
conferences]
“I was also connected to this organisation called NetImpact, 
and they do a lot of CSR and environmental work, which i 
thought was so cool. And I ended up getting a position on the 
board because I went to conferences and met people there. 
That kind of experience you get from say being on a board 
like that, it's just amazing. You meet a ton of people.” “I was 
really proactive — I never waited for people to talk to me.”

“And maybe if you’re really passionate about animal welfare 
and you have no experience, to just volunteer in any capacity 
for an animal welfare org — it shows you actually care about 
the cause when you’re applying for a cause.”

“I think that diets — what people eat — doesn’t necessarily 
cone up in interviews but it could” [affect it]. “Its best if they 
don’t eat meat.”

[I asked about idealist.org]
“It was easy! You just type in what kind of fundraising thing 
you’re looking for. And you can mark volunteer as an option.”

“Yes. We, for example, on the development team, have hired 
people that were very effective in sales, for example software 
sales. And they did a great job at managing client 
relationships, that kind of thing, where that was their role. 
And they did a great job in the for profit sector doing that. We 
thought that the skills were transferable.”
“You have to have a similar skillset but you don’t have to have 
worked in a nonprofit… though you still have to be passionate 
about animal welfare to get experience in an animal 
nonprofit.”

“Most executive directors know that if someone isn’t 
passionate about the mission they’re not going to be great at 
their job.” (maybe)

“There are a lot of free fundraising courses and some paid 
ones that I participated in earlier in my career. I especially did 
it through the Foundation Center. They do a lot of great 
courses. They’ll do nonprofit bootcamp courses. Then courses 
like “how to you secure grants from top tier foundations.” 
That’s really helpful because it builds your skillset a lot, and 
also because, if you’re going into an interview at a nonprofit, 
you’ll be able to use what you learned in that class to show 
that you know what you’re doing even if you haven’t done 
that before.”

[I asked if they brought genuine benefit as well as signalling 
value]
“Yes. Not from every course. But other things I learned from 
those courses were about books in fundraising and I learned 
a lot from those books. Early on in my career I read a lot, like 
how do you write a grant proposal, how do you structure a 
budget. Those things are essential that you read if you don’t 
already know how to do it.”

“The Foundation Center” and their “Guide to Proposal 
Writing.”  That book, or a book like that, is, I would say, almost 
essential to read if you’re applying to a foundation position 
and you haven't raised money from foundations before.

Another good book to read is called The Ask by Laura 
Fredericks. The reason I like that for fundraising is that the 
whole point of the book is how to ask anyone for any amount 
for any purpose. And she gives really specific strategies for 
how to pose a deal with a funder. Say you were in sales 
before and your interviewers would want to know how to you 
would pitch to a donor,” it gives you strategies.

[Answered with regards to several other questions] [See the unplanned follow-up questions] There’s a lot of ways to fundraise if you don’t work at a 
nonprofit, like raising money for a charity if you’re doing a 
run. If you can say I raised $50,000, and got to run the Boston 
marathon because of it,” that’s great. There are lots of great 
fundraising things you can do — “it is different to fundraising 
at a nonprofit, but it is something.”

[I asked if they’re useful learning experiences or just show 
that you’re keen.]
“I think they’re useful. I don’t think that doing a bake sale is 
useful, because you could just be good at advertising and 
make good food. But to raise money for sporting events, you 
do have to specifically fundraise for those.”

“When I was in college, I started a nonprofit resource centre. It 
was the founding chapter of a national nonprofit. It was all 
volunteer, while I was in college, but I got a lot of experience 
— the most I could possibly get while I was in college. And 
that really helped me get a first job. And then while I was in 
that job, I sought out opportunities so that I could practice 
grant-writing. They weren’t even necessarily part of my job. A 
lot of times when you first start out, you have more of a 
generalist role, and you have to take initiative, e.g. if it's not 
exactly part of your roles to fundraise and you’re interested in 
doing that.”

[I asked about seeking out generalist vs specialist fundraising 
experience early in the career]

“It depends on the person, but the thing I like about starting in 
a more generalist role, like an assistant role, is you may 
discover if it's not for you. Fundraising isn’t for most people.” 
Some fundraisers make more money than other nonprofit 
roles because “Its hard in a specific way” — you might not like 
it to “ask for money.”

The assistant in their department had asked — “can I start 
with two donors? We’ll see if I’m good at it, if that’s something 
I want to do. She did manage those relationships. And the first 
time we had an opening [for a role with more fundraising 
responsibilities], she got promoted and got it. So it was great 
that she took initiative like that.”

[I asked how many different foundations [their organisation] works with]
“When I came to [our organisation] — 2 years ago, out of [our organisation]’s 4 year existence — there was no foundations 
role. For the most part, I built the foundations programme. We started out with only a handful of foundation donors. Now we 
have significantly more.
We have about 50 priority donor prospects. Those are foundations we align with.”

“Sometimes they don’t accept unsolicited proposals, so sometimes we need a warm introduction.”

It can be up to 9 months to hear back.

“The reason we have 50 prospects is that we don’t just focus on animal welfare. We focus on animal agriculture, links to 
climate change, biodiversity, global public health, even global poverty. We’re targeting donors in all of those spheres.”

“And I would consider people in foundations roles to be creative in the kinds of foundations they approach.”

“Of the foundations that give to animal causes, a very small proportion of those are for farmed animals — almost all are for 
companion animals.”

[I asked if there is more preparation per interaction than even with a  major donor?]
“I think so, because major gift officers often have a lot more donors in their portfolio. And I think that they don’t usually need 
to do as much prep for each meeting with donors. We go for donors that are awarding six figure grants, that kind of thing. 
But donors that are $5000 to $50,000 position, it’s not as extensive.”

[I asked on what the gifts tend to be from foundations]
“It totally depends on the nonprofit you’re working at. Here, we attempt to target foundations that give six figures or more. 
And that’s because there is just one of me at a nonprofit, and I have to attempt to raise millions of dollars from foundations.” 
“I make just as much of an effort to steward our foundation donors that give $20,000,” but doesn’t seek out those contacts.

[I asked why?]
“First because we want foundations of all sizes to know that we really appreciate their support. And we don’t want them to 
feel like — because they don’t give $1m, that we don’t really value that. You definitely need a portfolio of foundation donors 
that are medium as well as large. The medium donors often happen because they just dont give as much as you wanted 
them to give.”

“I also have noticed that, regardless of the size of the foundation, they are connected to other foundations. And a lot of the 
smaller ones will still make introductions on our behalf, and be“ helpful indirectly.

“It is way more expensive to find new foundations than to steward existing ones.”

“For the foundations that give $1m, I do end up spending a lot more time, but that’s just because I have to give more material 
to be considered.”
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Interviewee Organisation Role / title

Date of 
intervie
w Can you summarise your role for me? What does a typical day involve?

How many hours a 
day do you think you 
work on average?

[Question about 
management and 
leadership -- see note] 
[1]

How long would you 
say that you have had 
fundraising 
responsibilities in an 
animal advocacy / 
animal-free food role?

Have you worked in 
other animal advocacy 
/ animal-free food 
roles that weren’t 
fundraising?

Did you have 
fundraising 
responsibilities in any 
other roles that you 
performed outside the 
animal advocacy / 
animal-free food 
context? [2]

Roughly how many 
years worth of 
experience in full-time 
paid work did you 
have outside of the 
animal advocacy / 
animal-free food 
context? [3]

[Question about the importance of 
fundraising expertise relative to animal 
advocacy / animal-free food familiarity -- see 
note] [4] What makes great fundraisers?

What sorts of experience are most useful for 
developing fundraising expertise?

Can you gain fundraising expertise outside of 
fundraising roles?

What sort of academic training is relevant, 
and how much does this matter?

What are the best ways to deliberately 
practice and develop fundraising expertise?

What are the best resources for developing 
fundraising skills? [5]

How can someone assess their personal fit 
for fundraising roles?

Are there any particular groups that you tend 
to target in your fundraising activities and 
would encourage other animal advocacy 
groups to target?

What are your thoughts on trying to reach 
donors who don’t usually donate to farmed 
animal advocacy animal-free food nonprofits?

What are your thoughts on trying to reach 
donors who donate to animal issues but not 
farmed animal issues? (e.g. donate to 
companion animal shelters)

To what extent do you believe that there are 
substantial differences between different 
types of fundraising role at nonprofits? [See 
note] [6]

How applicable is experience in fundraising 
outside of the animal advocacy movement to 
fundraising roles within the animal advocacy 
movement?

If someone were to try out roles in 
fundraising for a few years and then decide to 
switch to some other sort of role in an 
effective animal advocacy nonprofit, do you 
have any thoughts on what fundraising would 
be useful preparation for?

[Question about whether this is a bottleneck 
-- see note] [7] Any other thoughts? Unplanned follow-up questions

Chris Popa ProVeg 
International

Fundraiser 08/04/2020 “I’m responsible for our face-to-face fundraising activities. 
ProVeg is present at a lot of vegan events in Germany, so for 
example, the VeggieWorld fairs. Also the big Vegan Summer 
festival and some other big events where we have  a booth 
and talk to people about ProVeg. As a team we approach 
people, tell them what ProVeg is about and want to inspire 
people to become supporters.” 

“I am managing this.” “It includes for example that I recruit the 
team. These are students doing this as a minijob. I give 
coaching for this, communications workshops to teach them 
how to do it.”

“And I organise ProVeg’s participation at the events such as an 
AIrBnB space to stay, a car to get there… giving a talk and 
public speech at the event. Organising these weekends at the 
event, in different cities throughout Germany.”

“I develop the materials that we use. We have some info 
materials to explain to people what ProVeg does. Basically 
making sure this face-to-face fundraising works out.”

[I asked out how many events they attend.]
“About 20 a year. Right now it's an unusual situation where a 
lot of events don’t take place [COVID]

[I asked about rest of team]
“These people are basically part-time. Students doing this 
every now and again when the events happen. But everything 
that happens in between the events — all the planning, the 
recruiting, that’s what I do. So there’s no other full-time 
employee. Of course I have some support from others.”

[I asked how many people he works with]
“I have a team pool of about 30 people. Depending on their 
availabilities, I make a new plan every time.”

[I asked when not at one of these events]
“That’s a really tough question because there’s no typical day I 
would say. It depends a bit on what's going on. I usually do 
this planning in between, like selecting a location where we’re 
going to stay or booking cars. Thinking about new coaching 
methods also, developing new materials. Going into 
recruiting, trying to find new people for the team. So it really 
depends on what the situation is, what I think we have to 
improve at the moment.”

“I have a 40 hours contract, 
and even though my working 
hours are very irregular — I 
sometimes work on weekends 
when we travel to an event. 
Sometimes I work 2 hours a 
day, sometimes 10. But on 
average, I work 40 hours a 
week — I compensate when I 
work too much or too little.”

“I was doing face-to-face 
fundraising before, but for 
other topics. So it was not for 
animal rights.” 

[No] “I was doing face-to-face 
fundraising before, but for 
other topics. So it was not for 
animal rights.” “I worked for 
Amnesty International, the 
Refugee Aid, WWF. So different 
organisations. I was basically 
doing more or less the same 
thing, but less of the planning. 
Doing more of the actual face-
to-face.” So took on more of 
the planning responsibilities at 
ProVeg. “My fundraising 
experience goes back to May 
2016.” [Chris’ LinkedIn 
provides an accurate timeline]

“My original academic 
background is in physics. 
After my studies in physics I 
went into consulting for a 
couple of years. Then I did 
another study programme in 
a masters in European 
Business. And after that I 
went on to work for a startup, 
small company, in Berlin, 
doing fair trade products. So I 
had very different previous 
experiences.”

Masters programme “was 
connected with a lot of 
startups, NGOs. I got this 
opportunity to really… Find 
out what I wanted to do… I 
had the clarity [after that] to 
decide that I wanted to go 
into some work that had 
some sort of social impact, 
positive contribution, not just 
for my wallet. That’s why I 
found this startup in Berlin 
doing Fair Trade. And then 
after that I thought, a social 
business was great but not 
enough for me and wanted to 
go into the nonprofit sector.”

“I’d say the second person, the person with fundraising 
experience. To be honest, this role in face-to-face fundraising, 
I don’t think that experience is really an important thing. But 
maybe rather that you’re suited to the job. That you have the 
personality, the communications skills, that you feel 
comfortable in that role. And that’s the most important thing 
— even more important than having a track record of 
fundraising experience. And regarding the knowledge of the 
animal rights scene, that is obviously a very big bonus, but I 
don’t think that’s really the essence of fundraising. From my 
experience, people donate even when you’re not so deep into 
the topic yourself. This is something you can learn very easily 
to get the relevant experience.”

“I was doing face-to-face fundraising for a variety of 
organisations. Of course I always learned about the 
organisations but I wasn’t an absolute expert in them. You 
know, you can grasp the essence of the organisation” quite 
quickly.

“It depends on what type of fundraiser you're talking about 
[we hadn’t spoken about this yet].

“For face-to-face fundraising specifically, what is very 
important is that you are a good listener, you are very 
empathic. This is a unique type of fundraising, having the 
opportunity to actually personally communicate with the 
person you want to donate. So, being able to build a rapport… 
to be a good listener, take people seriously.”

“And also I would say to have this passion for the actual cause 
that you’re behind. Because if you do have it — or you 
develop it — you will be much more likely to actually make 
other people inspired and enthusiastic as well. Fundraising is 
that you make someone so enthusiastic about the 
organisation that they want to donate. So actually being able 
to share this enthusiasm.”

“Actually, people with acting experience are very good at face-
to-face fundraising… If you’re a really good actor you’re able 
to not just play a role, but rather making the role your own. 
Really be that character that you’re playing. Your thoughts 
and your feelings. It's kind of the same in fundraising. When 
you’re able to emotionally dive in so intensely to the subject. 
People will feel this and be inspired. Be very fluent and open 
with your feelings.”

“In terms of general fundraising, often you don’t have this 
direct communication — you don’t see the person you’re 
talking to. In online fundraising, you’re communicating with a 
big number of people simultaneously.”

“I don’t have much experience in other parts of fundraising. 
But from what I can see, really know your audience. Really 
understand. E.g. if ProVeg do email fundraising, asking people 
who follow our newsletter to donate, we really have to 
understand them — what motivates them, why do they like 
ProVeg, what do they not like. Be able to communicate our 
messaging to the people we speak to. In face-to-face, this is 
quite easy — I can personally ask someone, why are you 
vegan? What do you care about? So you can find out what 
motivates this person and communicate. You have to be 
adaptable and tailor your communication to the person you 
speak to. I’d say that’s something valuable in any type of 
fundraising.”

[I asked more about his experience/role] 
“Something in communication. Acting for example would be a 
very good experience. If it's not directly in face-to-face 
fundraising, that experience would be the most valuable. But 
any type of communications experience.”

“Also some sort of — maybe not leadership — but coaching. 
A very important part of my role is to inspire a team. To see 
— where can I help them? Where can I voice criticism without 
making them demotivated? Having this sort of experience 
would be very valuable.”

“I would say that my academic training is not relevant at 
ProVeg, especially not my physics degree. Honestly, I don’t 
think a specific academic background is helpful in my 
particular role.”

[I asked if it matters whether someone has a degree or not]
“I asked myself this question before. I don’t think so. When 
this position was advertised, I think they were looking for an 
academic background. But I don’t think it’s really necessary. 
Of course, I have a budget to manage, make sound decisions 
about how to use money. And maybe my business 
background does come in handy sometimes, but I wouldn't 
say it's an absolute requirement”. “Helpful but not necessary.”

“I think actually doing face-to-face fundraising on the street, 
would be perfect preparation. Basically all the big charitable 
organisations are doing this. And it would be a perfect way to 
get some experience in my mind — find an organisation that 
you care about and do street fundraising for them.”

“Yes. I think this should be relevant for any fundraising role. 
What I found very helpful was to learn about nonviolent 
communication. It's very good for fundraising. One thing I 
learned from reading and classes in nonviolent 
communication was to really put myself into the shoes of 
another person. To understand what struggles the person 
has by trying to see the world through their eyes. I think in 
fundraising, and especially in face-to-face fundraising, as I 
mentioned, this is a very useful skill. To understand what 
motivates people.”

In face-to-face fundraising, “it's important to really important 
to listen to people. Not to assume you’ve heard everything 
before but to give a person 100% of your attention and 
curiosity.”

“I think I have always noticed that there are some people who 
do not feel comfortable with the idea of asking people for 
money. Even if it's not money for yourself but for an 
organisation, who somehow feel uncomfortable with this. 
This is an important aspect to reflect whether you feel 
comfortable with that or not. Other than that, especially in 
face-to-face fundraising, it's really a lot about being happy, 
comfortable around people. It’s a completely communication-
based job so you’ve got to feel happy being around people 
and communicating all the time.”

“A positive, for example, in all fundraising roles: you actually 
have a very clear view of the impact of your work. This is 
something I personally appreciate a lot. At NGOs, sometimes 
there are projects and it's very hard to know the impact 
exactly. But in fundraising, I know exactly how much money I 
bring in, and have confidence in the impact we bring in. I’d 
say that’s very unique in fundraising jobs. If you really enjoy 
this clarity of impact, this role can be good for you.”

“We do our face-to-face fundraising only at these vegan 
events. So most people who are there are vegan or 
vegetarian and are open about it. So that’s our target group… 
These people are more likely to support ProVeg. But among 
them, there’s not really a specific target — whatever age or 
background people have. We don’t even know before we talk 
to people usually. People who are older tend to donate more 
— they have more money in most cases. But when we do 
face-to-face fundraising it's not only about the money, it's also 
about the number of supporters. For example, if we have a 20 
year old donating a small amount of money on a regular 
basis, it's one more supporter… There's also this aspect of 
having a lot of political or publicity weight for having a lot of 
members. So young people are very valuable in that sense. 
And obviously when people stay with an organisation for a 
long time, they often raise their donation.”

“I’d like to know myself!” “ProVeg is a bit of a different 
organisation than most animal rights organisations, because 
ProVeg communicates that we want to reduce the 
consumption of animal products and drive the world towards 
veganism but its not based on one particular reason, for 
animal rights or the environment alone. But our 
communication is that it has a lot of positive benefits” — 
environment, personal health, global health, human rights 
issues “and also that people just eat better food — try it 
more.” “I think personally that any person will be able to 
identify with one of those reasons at least… people who aren’t 
into the vegan movement might realise that the world needs 
to cut down on meat because otherwise we’re going to have a 
climate catastrophe.” So convey the environmental impacts to 
them. “And at these events we sometimes speak to these 
people — it's not like everyone is vegan at these vegan fairs. 
And we also have people like that donating to us, definitely.”

“Yeah, so, again, we often have conversations with people 
who donate to shelters. Personally I believe that if you donate 
money to save animals, I think the most effective way is to 
donate or support a cause that is focused on farmed animals, 
just because the number of animals involved is so much 
bigger than the number that is taken care of by shelters. At 
the same time, when somebody supports a shelter, that’s a 
lovely thing in itself. It's a person who takes action on their 
empathy — gets involved maybe with money or voluntary 
work. I think this is beautiful. When I speak to a person like 
that, first I want to really value what they do, be thankful that 
they do take action. Then, also, reframe what ProVeg does in 
a way that speaks to that person. If a person donates to a 
shelter, it's a person who is probably very connected to 
animals, maybe to animal rights issues… So I will 
communicate to that. To say that the best we can do to 
animals is to make sure they are not eaten, and that this is 
what ProVeg does.” So people “get to know vegan products, 
so they are not killed.” You can “always reframe your 
message” and “highlight a different” angle.

[I asked whether he sees donation to shelters as a positive or 
negative indicator of likely success in fundraising with them]
“That’s a really good question. I know that there are some 
people who donate to shelters because they have a sense 
that they really know what’s happening with their donations. 
They can visit and see. But when you donate to an 
organisation like ProVeg, it might seem more abstract for 
them. You don’t directly see what the money is doing.”

“And then just be aware of this, and communicate the work of 
your organisation or ProVeg. You need to have clarity in what 
you achieve, in what you do with the money. Basically adapt 
your understanding of the messaging, in what you do.”

“I’d say a big difference is, for example, the focus we have in 
the approach to fundraising. So for example in face-to-face, a 
big part of it is having fun, having a good time with the 
people. Maybe not talking so much about the actual content, 
not sharing too much information. But rather having a good 
emotional connection. This fun aspect is important.”

With “grant applications, big donors, another approach is 
more successful. Showing the impact of our work, showing 
numbers. With a rather rational level, although I think there’s 
always an emotional component in fundraising… But I see a 
difference there, when its face-to-face, it's really not about 
facts and data,” it's about making them “catch on your own 
enthusiasm.”

[I asked about face-to-face compared to major donors]
“That’s a good question. Personally I don’t have any 
experience with that. Every now and again we have a person 
with a face-to-face fundraising making a large donation.”

Anonymous Development 
Manager

17/04/2020 “Development Manager.” “What that means is fundraising. 
And it covers all strands of fundraising at the moment, which 
includes digital, offline and major donors.”

“Purely on a skills basis, on balance, I would probably lean 
towards the person with fundraising experience. Because it's 
a less risky option. But there are so many other really 
important factors that would come into it. So, the confidence 
of the individual at representing the organisation publicly. It's 
very unlikely that both candidates would be as comfortable 
as each other, so that would be another factor that would 
come into it. The connection to the movement and 
understanding of the issues is valuable, but it can be taught.” 
If the passion is similar, “I would hope that that would 
translate into motivating them to really get up to speed with 
the movement, and potentially could bring in fresh ideas as 
well which could be seen as beneficial.”

“The thing that I would really raise though rather than the 
skillset is that, in a small team, the fit is incredibly important. 
So if you imagine that they’ve got a small office, you need to 
gel well, so everyone can work collaboratively. So I would say 
fit is as important as skillset. So I think your dichotomy of 
those two examples is simplifying it a little bit and there’s a 
lot of nuance in there that would need to be explored to 
make a good decision.”

“In the modern world, digital is very key. It's a great, cost-
effective way of fundraising and finding new supporters. So 
digital skills are very important.”

“People skills are also very important when it comes to larger 
donations and building relationships with major donors. And, 
I guess, the confidence to represent the organisation publicly 
and tell compelling stories that bring people onside and make 
people feel positive and warm and trusting towards the 
organisation.”

[See also the answer to the next question.]

“If we first look at digital, there are lots of areas where people 
can get relevant experience. So, digital marketing in general. 
Within that, you’ve got email marketing, experience with 
specific email service providers whether it's MailChimp… or 
any of these complex email marketing products. Most 
companies now use them so it's quite an accessible tool to 
skill up on. Advertising, so, any experience with Facebook 
ads, social media ads in general. Things are moving into 
advertising on Instagram, Twitter, and LinkedIn.” Google Ads. 

“Copywriting, so writing compelling emails, writing compelling 
stories. Again, that’s a very transferable skill.”

“Analytical skills, so being able to see trends, being able to 
see where problems might be happening. Again, it's a very 
transferable skill that would be useful in fundraising.”

“Logic. A lot of marketing now is logic-based. All organisations 
are trying to give people a personalised communication plan. 
So having a good grasp of logic and being able to think things 
through in a clear way is very very useful for digital 
fundraising.”

“And I guess clear evidence of being able to work with 
stakeholders” e.g. in “any business organisation.” You need to 
know “what the organisation is doing and what work is worth 
sharing… so having those relationships with other people in 
other departments is crucial.”

“If we look at a little bit more of the offline side of things, 
experience of doing mailings — so sending communications 
to people’s homes. Especially if there’s experience of actual 
fundraising asks, would be beneficial. But even just 
understanding of how the emailing process works, from 
selecting the population you’re going to mail, to 
segmentation, to project management. All of those things 
would be very beneficial.”

“Experience of public speaking. Fundraising is all about 
relationships and building relationships with people. 
Speaking at events can be a great way of accessing a lot of 
people.”

“Organising events — events management, again, it's very 
easy to get events management experience in pretty much 
any sector. And that skill, when it comes to fundraising, is 
very useful. Whether its for setting up a fundraising table at 
an event, or setting up an event to raise awareness of the 
organisation, and meet major donors for example, or if its a 
social event to build a community of supporters, it's a very 
very important part of the work.”

“If we look at skills for major donors, transferable skills that 
would be very useful are a track record of building 
relationships, long-term relationships. Being able to build 
trust, and having experience of talking to  and building 
relationships with senior people. A lot of major donors will be 
quite senior in their careers, and that kind of experience 
would be valuable.”

“And then more generic skills like story-telling, persuasion, 
and negotiation are also obviously going to be very useful. 
And story-telling is very important on the digital side, its very 
important face-to-face, and building long-term trusting 
relationships with major donors… You need to be able to 
share your own story and the story of the organisation in a 
very clear way.” At the end of the interview, the interviewee 
added that "project management is a very universal skill that 
can be a good fit for someone” in fundraising, which requires 
managing and prioritising work.

“An interesting observation from fundraising training 
sessions is that there’s an insider joke that nobody in 
fundraising planned to be in fundraising. That mindset is 
definitely changing now. There’s been a lot of work on how to 
legitimise and professionalise the career path for graduates 
for example… to give it more credibility for young people who 
are thinking about the future.”

“If I think about my interests and skills before I joined [their 
organisation], I really enjoyed a variety of different tasks. For 
example, I studied politics, philosophy, and economics. And I’
ve been able to use all three of these skillsets.”

“Philosophy is a big part of what we do… it's the motivation 
for the cause sector.” “Politics” helps with understanding how 
to make change, the system. And then economics is “the 
analytics, the data.”

“If you enjoy  numbers, if you enjoy storytelling, if you enjoy 
getting people onside”, all these “different faculties,” 
“fundraising is a very interesting area to get into” because 
you get this variety of skillsets and tasks “to really motivate 
people and make very important changes.” “It can be very 
rewarding.”

“Yes. So, if we go from the ground up, the more basic roles 
are around supporter care. So dealing with supporter 
enquiries, dealing with updating the CRM, dealing with thank-
yous and acknowledgements. And doing a lot of data work; so 
ensuring data integrity, and analytics, and reporting. And that’
s a very common role for most charities.”

“Then you’ve got the digital marketing side of things, the 
digital fundraising, which is very much focused on email 
marketing, advertising, lead generation, story-telling through 
these communications, copywriting.”

“And then you’ve got the more offline roles or responsibilities 
of organising events, presenting at events, public speaking, 
representing the organisation, face-to-face fundraising, doing 
physical mailings, sending magazines to people, ensuring that 
everyone’s getting the right physical communications, like a 
welcome pack. That might be part of the supporter care role, 
so that people are building that trust.”

“Senior relationship management” — “major fundraising” — 
“that’s all about building long-lasting relationships with people 
who have the capacity to give. Finding people within the 
supporter database who have the capacity to give. Being able 
to maintain the relationships and maintain long-term 
relationships.”

[I asked about interviewee’s own role]
The team has another staff member whose role is split 
between general admin and work as a development 
coordinator — data work and reporting.  “I have support from 
other members of the team. They do a lot of the supporter 
work, a lot of the data work.”

[I asked about the interviewee’s thoughts on the experience 
of being a fundraiser with or without specialisation]
“If you are in an organisation where there isn’t much capacity 
for having an established team, it does mean you probably 
need to go for someone who is more experienced who is able 
to take on these various roles and responsibilities. Some 
people for example will be very comfortable with doing digital 
marketing, but they might not be comfortable with” major 
donors, face-to-face fundraising, or events. If you’re going for 
a role that is “all-encompassing, it’s going to be quite tricky to 
get someone who is a good balance of the more introvert 
skills” (data management etc) and the more face-to-face and 
trust-building roles. “It’s going to be a balancing act if the role 
is all-encompassing. Whereas if you can specialise more, it 
would mean you can go for more junior profiles that have 
specific experience in those areas.”

[I asked what the pros and cons of fundraising roles are]

“I guess a lot of people feel uncomfortable about asking for money. And with that one there’s a really nice way of reframing 
that which can be very helpful for people. If you imagine that somebody has money, let’s say they have a lot of money. And 
they want to do good in the world, and they care about animals. They're looking for a way to make an impact for animals. And 
what you’re doing is providing them with a solution that’s going to help them do good for animals. So when you realise that 
when you’re providing an opportunity for people to do good. It's not about a transactional mindset, it's about fulfilling the 
desires and the wishes for someone to do good. Your meeting their desires and dreams to do good. It's not about saying ‘give 
me money,’ it's much more than that.”

This is a “rewarding experience” for the donor and the fundraising.

If you’re considering a career in fundraising and can “imagine getting a positive boost from that situation of meeting that 
need that people have to do good, then they could imagine being a good fit. Because it’s that mindset that would make a 
good fundraiser that will stick it through.”
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[1] Roughly what proportion of your time do you spend doing independent work, and what proportion of your time do you spend managing others, e.g. 
communicating with them directly or preparing resources for them.

[2]  For example, for another nonprofit? How many years’ worth of fundraising experience would you say that you had before entering your first EAA 
fundraising role?

[3] Whether involving fundraising responsibilities or not, roughly how many years worth of experience in full-time paid work did you have outside of the EAA 
context before you started working in EAA roles?

[4] Imagine that you are leaving your current role and your organisation needs to find a replacement. Imagine that one candidate for the position has 
excellent experience and understanding of the animal advocacy / animal-free food community, but lacks fundraising experience. Another candidate has 
excellent experience with fundraising but lacks direct experience in animal advocacy / animal-free food. Which candidate do you think would be better at 
performing your role? (Assume that all other variables are equal, including their level of commitment to the cause.)

[5] Do you have any personal favourites?

[6] My impression is that fundraising roles can look quite different to each other, day-to-day. For example, someone who focuses on writing grant 
applications to foundations might have quite a different experience of work to someone who works to optimise donations via social media, newsletters, and 
the organisation’s website. These roles would look quite different to someone who focuses on maintaining good relations with major donors. To what extent 
do you believe that there are substantial differences between these different types of fundraising role at nonprofits?

[7] We currently think that fundraising expertise is one of the top 5 talent bottlenecks in the movement. In other words, it’s one of the most urgent problems 
to address in terms of either upskilling current employees or bringing in new people to the movement with that sort of expertise. Do you find this surprising, 
or do you share our current view?


